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for Better Times 
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Spaces for Listing Ton and Bag 
or Cash and Credit Prices 


Lettering to Meet 
Your Requirements 


Made of Bestone, Best Black- 
board Material Available 


Convenient Space 
for Listing Specials 


Sturdy Dowled Oak Frame 


Price $6.50 (Plain or Unlettered)—$ 8.50 (Lettered) ine 


The new code of fair competition adopted 
by the feed industry requires that “retail 
prices and terms of sale of feed shall be post- 
ed in retail stores and in wholesale distri- 
butors’ warehouses from which retail sales 
are made.’ Here is a handy inexpensive 
blackboard that will enable you to present 
your prices to your customers in neat, orderly 
fashion. 


The Price Poster Blackboard is made of Bes- 
tone, a hard composition which will with- 
stand repeated washing and last a lifetime. 
It is fitted into a sturdy, dowled oak frame 
and is furnished in a standard size, 36'' by 
48". Prices gladly quoted on larger or 
smaller sizes on request. Get your Price 
Poster Blackboard now by signing and re- 


turning the attached card. 


Remember, if our suggested lettering does not meet your requirements 
we can change it any way you like. 


LA BUDDE FEED & GRAIN CO. 


505 Chamber of Commerce Bldg. 


Milwaukee, Wisconsin 


t h C [ 
F Os our rices e INequires 
4 


Postage 
Will be Paid Postage Stamp 
Necessary 
by If Mailed in the 
Addressee United States 


BUSINESS REPLY CARD 


FIRST CLASS PERMIT No. 2323, Sec. 510 P.L.&R., Milwaukee, Wis. 


La Budde Feed & Grain Co., 


505 Chamber of Commerce Bldg., 


Milwaukee, Wisconsin 


LA BUDDE FEED & GRAIN CO., 
505 Chamber of Commerce Bldg., 
Milwaukee, Wis. 


Gentlemen: 


Please ship me C.O.D. your Price Poster Blackboard 
C] Plain or Unlettered, $6.50, F. O. B., Milwaukee. [ Lettered, 
$8.50, F. O. B., Milwaukee. 


Print Your Name 


Firm Name 


Address 


If lettering is desired, please enclose card and items which you want listed in envelope. 
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Known to the 


NATION’S POULTRYMEN 


STEADFAST IN POTENCY DEPENDABLE IN RESULTS 


We you mix Nopco XX Cod Liver 
Oil in your poultry mashes, you are 
offering the poultryman something he 
knows about, something he has already 
accepted, He has read about Nopco XX 
in his favorite poultry magazines—his 
own observations have borne out what 
he has read about Nopco XX resuits. 
These factors have created an ever- 
increasing demand for Nopco XX. For 
many years it has outsold all other vita- 
min-bearing oils. Nopco XX is an un- 
beatable argument for your mashes. 


Your customers are already sold on that 
part of the mash. 

As for the cost of Nopco XX, we believe 
it is the cheapest positive Vitamin D pro- 
tection you can procure. It is also rich in 
Vitamin A. In an otherwise well balanced 
egg mash, Nopco XX will increase egg 
production, make stronger shells and im- 


prove hatchability. Why not prove this | 


by mixing Nopco XX in your egg mash? 

Hundreds of successful feed manu- 
facturers have profited by the Nopco 
Name, Nopco Guarantee, and Nopco Re- 
sults. Why not you? 


WRITE TODAY FOR YOUR FREE COPY OF “20 YEARS 
OF PROGRESS IN SCIENTIFIC POULTRY FEEDING.” 


NATIONAL OIL PRODUCTS CoO., INC. 


BOSTON CHICAGO KANSAS CITY SAN FRANCISCO 
EXECUTIVE OFFICE: 38 ESSEX STREET, HARRISON, N. J. 
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Contents for October 


Vol. 9 Milwaukee, Wisconsin 


Feed Route System Makes Sales Boom 
New York Milling Firm Flourishes Under NRA 


Manufacturers to Proceed With Own Code.... 
Decision Reached After Conferences in Washington 


Retailers, Wholesalers Draft Master Code 


Form Permanent Organization at Chicago Parley 
Vitality to Furnish Farm Bureau Feeds 


Modern Mechanics of Feed Mixing 
By C. W. Sievert, American Dry Milk Institute 


Manufacturers to Meet at Chicago, October 12 


Reorganization Plans, Code to Be Discussed 
Official Copy of Retail and Wholesale Code 


National Grain, Feed Men Hear Famous Speakers 
Chicago Parley Draws Coast to Coast Attendance 


This Month in Your Feed Store 
Six Kapid Fire Merchandising Ideas 


Solicits Feed Business from Special Truck 
New York Dealer Takes Store to Farms 


Records Customers’ Needs on Card Index 
Plan Helps Pull Business Out of Red 


Lem Jones Clashes With Blue Eagle 
Thinks NRA Is the Bunk Until—- 


Editorial Cracked Corn.......... 


THE FEED BAG, with which Feed Merchants Bulletin is incorporated, is published, monthly by the 
Editorial Service Company, Incorporated, 210 East Michigan street, Mil 


David K. Steenbergh, President and T: ; Carl A. Houlton, Vice President; Emil J. Blacky, 
Secretary. 


OFFICIAL PUBLICATION of: 


Central Retail Feed Association, 210 East Michi an strect, Milwaukee, Wis. — 2; E. Davis, Amery, 
Wis., President; Roland Reinders, Elm Grove, Wis., Vice President; P. A. ch], Waupun, Wis., 
Treasurer; David K. Steenbergh, Milwaukee, Wis., Secretary. 


— Federation of Feed Merchants, 48 State street, Albany, N. Y.—Fred M. McIntyre, Potsdam, 


Y., President; A. J. Th Wy be, Pa., Vice President; Frank T. Benjamin, Canastota, N. Y., 
Treasurer; W. A. Stannard, “Albany, i Secretary. 


New England Retail Grain Dealers Association, Box 8, Ludlow, Mass.—W. T. Abell, Burlington, Vt, 


President; E. W. Latimer, South Coventry, Conn., Vice President; Lynne P. Townsend, Ludlow, Mass. x 
Executive Secretary and Treasurer. 


lowa Millers & Feed Dealers Association, New Hampton, Ia.—E. C. Heinmiller, New Hampton, Ia., 
President; Ernest Striby, Denver, Ia., Vice President; A. W. Appleton, Osage, Ia., Secretary and Treasurer. 


SUBSCRIPTION RATES: Single copy, 25 cents; $2.00 per Year. $3.00 for Two Years, Payable in 


vance. 


Advertising Rates on request. Changes in advertising copy may be submitted up to the I5th of the 
month preceding date of issue. Last closing date, the 2th. 
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ADVERTISERS 
INDEX 


Allied Mills, Inc 

American Dry Milk Institute 
Arcady Farms Milling Co 
Armour & Co 


Roy I. Campbell 

Cannon Valley Milling Co 
Capital Flour Mills, Inc 
Cereal Grading Co 
Chapin & Co 

Classified Advertisements 


Darling & Co 
Denver Alfalfa Milling & Products Co...... 
Deutsch & Sickert Co 


John W. Eshelman & Sons. 


Feed Supplies, Inc 
Franke Grain Co 


Happy Chick Laboratories, Inc 
Health Products Corp 
S. Howes Co., Inc 


International Agricultural Corp 
Iowa Milling Co 


King Midas Mill Co 


La Budde Feed & Grain Co 
Larrowe Milling Co 


Marblehead Lime Co 

Marden-Wild Corp 

Milwaukee Tallow & Grease Co............ .. 
Mutual Fire Prevention Bureau 

Myles Salt Co 


National Oil Products Co 
Nebraska Consolidated Mills Co. 
New Nicollet Hotel 


Oyster Shell Products Corp 


Pecos Valley Alfalfa Mill Co 
Pittsburgh Plate Glass Co 
Pratt Food Co 

Purina Mills 


Quaker Oats Co 


Radtke Bros. & Kortsch Co 
M. G. Rankin & Co 
The Riebs Co. 


J. B. Sedberry, Inc 
Southgate Molasses Co., Inc 
Sprout, Waldron & Co 

A. L. Stanchfield 

Stone Mountain Grit Co 
Sunset Feed & Grain Co 


Tennessee Eastman Corp 
Vitality Mills 
Washburn-Crosby Co. 
Werthan Bag Corp 


Wisconsin Dairy Products Co 
Wisconsin Milling Co 


Firms that spend money to build good will 
are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
investment. It will pay readers to trade with 
The Feed Bag advertisers for advertisements in this 

blication are pted only from firms of known 
Gnancial responsibility and established busi in- 
tegrity. When buying—feed, grain, allied products 
and machinery—don’t forget to boost The Feed Bag. 
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FOR SALE HERE 


OUTSTANDING 
CONSUMER 


EXCLUSIVE 
TERRITORY 


MIXED CAR 
PLAN 


HESE three distinct advantages are worth 
real money to the feed dealer who sells Gold 
Medal “Farm-tested” feeds.’ Fifty-one years of 
nation-wide recognized leadership are back of the 
remarkable Consumer Acceptance enjoyed by Gold 
Medal Feeds. Add to this Gold Medal’s Exclu- 
sive Territory Arrangement and the Mixed Car 
Plan which enables the dealer to purchase a com- 
plete assortment of everything he sells—all in one 
carload—and you have an unbeatable combina- 
tion. Write today for information about Gold 
Medal exclusive dealership in your territory. 


Gold Medal ‘‘Farm-tested’’ feeds are proved under actual 
farm conditions. All guesswork has been eliminated, re- 
sults are positive and certain. 


WASHBURN CROSBY COMPANY 
of 
GENERAL MILLS, INC. 


MINNEAPOLIS KANSAS CITY 


ocp MepbatFeeos 
why w? 


notno 


“FARM-TESTED” — 
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Mr. Dealer: 


The Age of Miracles passed with the burn- 
ing of witches in the 17th Century. 


A lot of us forgot that and hoped for 
NRA Miracles a few months ago. 


That couldn't be —but the ground which 
has been gained WILL NOT BE LOST. 


This country is lots better off than six 
months ago—think back and you'll agree. 


Another six months of further improve- 
ment is ahead—we'll bet on that!! 


Let's go along—slowly—surely and 
soundly —together. 


NRA ly yours 


ARCADY FARMS MILLING COMPANY 
CHICAGO, ILLINOIS. 


(We manufacture those god ARCADY-WONDER 
FEEDS which live dealers find it so 
profitable to distribute) 
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My 


MILWAUKEE, WISCONSIN 


DAVID K. STEENBERGH, Managing Editor 


Volume Nine 


October, 1933 


Number Ten 


Feed Route System Creates Boom 
For New York Milling lirm 


Business Reflects True Spirit of NRA 


HEN Uncle Sam called for ac- 

W tion on the part of business 

men one of the first in the feed 

trade to respond was John O. 
Yeomans, Coxsackie Milling & Supply 
Corp., West Coxsackie, N. Y. He has 
increased his staff, added three new 
trucks, employed a trained representa- 
tive to contact the farmers and help 
them with their problems and has just 
completed a large addition to his main 
building including a new and attractive 
office for himself. 

To keep his plant working at capac- 
ity, Mr. Yeomans decided to develop 
a route system on which deliveries could 
be concentrated on certain days of the 
week. This would avoid frequent trips 
with smaller loads. The first route was 
so successful that after a few weeks an- 
other was added. Recently three new 
trucks were purchased and now regular 
deliveries are made on seven routes. 

Contact Man Added 

With the rapid expansion of business 
away from the mill Mr. Yeomans de- 
cided to add a contact man who could 
call regularly on the farmers, help them 
with their poultry and dairy problems 
and take orders that would keep the 
trucks operating on every trip with ca- 
pacity loads. W. F. Seyboth, who has 
spent all of his life in the feed busi- 
ness and assisting farmers, was selected 
for the important work. 

With the increased business it was 
necessary to add more men in the mill 
and a new clerk in the office to handle 
the records. The advertising appropria- 
tion was increased and bulletins of in- 
formative nature are sent regularly to 
all of the customers. This also in- 
creased the volume of business. 

Outgrew Old Quarters 

Within a short time the mill proved 
too small to handle the trade and a 60- 
foot addition has been added to the rear 
with an overhanging roof to cover the 
loading platforms. The business office 
became so busy and so full of new cab- 
inets and equipment that Mr. Yeomans 
was forced to move out. Now he has 
realized a long cherished ambition, tc 
have a roomy and attractive office ot 
his own. The office is finished in ma- 
hogany which harmonizes with the pa- 
nelled walls. 

At the county fair which has just 
closed Mr. Yeomans cooperated with 
the county farm bureau by offering 


The NRA blue eagle has virtually made its home ‘ae ~ Pye of Coxsackie Milling 
ohn O. 


& Supply Corp., West Coxsackie, N 


Y., shown above. 


Yeomans, hustling pro- 


prietor, is pictured in the left hand corner taking a big feed order over the phone. 


prizes to 4-H boys and girls for accom- 
plishments in dairy and poultry raising. 
A trio of pedigreed birds and a baby 
beef steer were among the prizes most 
coveted by the winners. 

In commenting on the progress which 
has been made by his firm, Mr. Yeo- 
mans said: 

“The demand was for putting people 
to work and getting money into circu- 
lation. I spent days trying to figure 
how I could do my part in this small 
village with a comparativeiy small busi- 
ness. Then the idea of the routes came 
to me. That would mean more men. 


OHIO 


Ansted & Burk Co. flour mill, Spring- 
field, has been taken over by the Ohio 
Farmers Grain & Milling association. 

Kelley Feed & Grain Co., Inc., Ash- 
tabula, has been sold to the Farm Serv- 
ice Stores, Inc., Minneapolis. 

J. J. Curl Elevator Co., Johnstown, 
has been sold to the Waldo Feed & 
Supply Co. 

K & W Feed & Supply Co., has 
opened a feed, seed and coal business 
at Cardington. Harry F. Kaelber, Wal- 
do, is manager. 

Harry Ulmer, Sandusky, has purch- 
ased the Stevens feed store at Tiro. 

Charles McDevett & Son have sold 
the Scio Milling Co. plant, Scio, to 
Thomas and William Greer. 

D & E Feed Co., Ney, is construct- 
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Little by little the whole plan was de- 
veloped. I am more than pleased with 
the results and so are all of our em- 
ployees. We are glad we could do our 
part to stimulate business.” 

The success of Mr. Yeomans and his 
firm has spread to other merchants in 
different lines in his section and they 
are thanking him for his progressive 
example. And the farmers who call at 
the mill have also caught the optimistic 
spirit and say they are confident that 
they have weathered the economic 
storm and are on the road to happier 
times. 


ing an addition to its plant and instal- 
lation of a new feed mixer is planned. 


A. G. Boogher & Son has purchased 
the Ejikenbary elevator, Columbus 
Grove. Dan Fisher has been engaged 
as manager. 


Herter & Co. feed store, Dayton, was 
recently robbed of $50.00 by burglars 
who cracked the office safe. 


J. H. Criswell has purchased the Fair- 
mont creamery and feed store at Upper 
Sandusky. 

Elmer Brunswick has purchased the 
St. Claire Mills, Fort Recovery, and is 
remodelling the plant. 


E. E. Hale, feed dealer at Wilming- 
ton, suffered severe injuries recently 
when the truck in which he was riding 
overturned. 
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Manufacturers to Proceed 


With Own Trade Code 


HE code committee of the Amer- 

I ican Feed Manufacturers asso- 

ciation held its second confer- 

ence at Washington, with the 
Agricultural Adjustment and National 
Industrial Recovery administration of- 
ficials for several days starting Septem- 
ber 26. 

As a result of these meetings and its 
own deliberations, it was decided that 
the American Feed Manufacturers as- 
sociation will proceed with its own code 
to cover the larger commercial mixed 
feed manufacturers rather than unite 
with the retailers and wholesale distrib- 


bags! 


where it is! 


good service.” 
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—Better Built Bags 


BAG FACTORIES « COTTON MILL « BLEACHERY 


TALK Asovut sacs! 


(Quoted from Customers Letters) 


“We wired you at 10:40 yester- 
day morning to rush 2,000 Mo- 
Biscuit Self-Rising 6-lb. Bags to us 
at Birmingham, and at | 0:00 o'clock 
this morning, we were using these 
If better service than this 
can be had, we surely do not know 
We want to congrat- 
ulate you on the efficient organi- 
zation that you have, and express 


our sincere appreciation for this 


WERTHAN BAG CORPORATION 
NASHVILLE — NEW ORLEANS 


utors on one master code for the en- 
tire industry. 

Also, as a result of its Washington 
conferences with the administrations’ 
new code analysis committee, the feed 
manufacturers were given so many sug- 
gestions for changes in their code that 
A. F. Seay, Purina Mills, St. Louis, Mo., 
chairman of the code committee, be- 
lieves that it will be another six weeks 
before the manufacturers will be able 
to incorporate the suggestions in a re- 
vised code and return to Washington. 

One of the revisions, it is understood. 
will change the code definition of “man- 
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ufacturer” to read as follows: 
“Manufacturer means any person en- 
gaged in the processing or production 
of feed as defined in Text D, except 
that the term manufacturer shall not 


include persons engaged in custom 
mixing, custom grinding or mixing or 
grinding of feed for sale by himself at 
retail only.” 

Text D, referred to in the above defi- 
nition, defines the term, “feed manu- 
facturing industry” as meaning the man- 
ufacture of feed for animals through 
grinding, crushing, mixing or blending 
of processed or unprocessed grain and 
products or by-products of grain with 
or without supplemental ingredients not 
directly produced from grain. 


KENNETH VAN GORDON, S. H. 
Van Gordon & Sons, Alma Center, Wis., 
was severely burned in a recent attempt 
to extinguish a fire in the neighboring 
feed mill operated by Arthur Stoddard 
which was destroyed despite the brave 
efforts of Mr. Van Gordon and other 
townsfolk. 


HARRY LEPPER, Lepper Roller 
Mills, Menomonee Falls, Wis., is plan- 
ning to convert his establishment into 
« brewery. He will continue to operate 
a feed business, however, and contem- 
plates the construction of a new ware- 
house for this purpose. 


W. W. CUMMINGS, Toledo, secre- 
tary, Ohio Grain, Mill & Feed Dealers 
association, spent most of the opening 
morning of the Grain & Feed Dealers 
National association convention held at 
Chicago recently in trying to locate his 
traveling bag which disappeared from 
the lobby of the hotel. Finally, when 
“Bill” was about to depart for a haber- 
dashery to purchase a new wardrobe, 
house detectives located the bag in a 
vacant room where a bell boy had de- 
posited it by mistake. To say that Bill 
was considerably relieved would be put- 
ting it mildly. 


INDIANA 


J. McCormick, Logansport, has 
sold his feed store to Mrs. B. D. Hun- 
ter who will combine it with the Hunter 
hatchery. 

F. G. Gauntt, Fort Wayne, has taken 
over the St. Joe flour and feed mill, St. 
Joe, and is remodelling the plant. 

Waggener feed store, Gosport, has 
discontinued operation of its grist mill. 
W. G. Vollman and Stewart Cox have 
purchased an interest in the Fred But- 
ler feed store, Oakland City. 

James Denny has opened a new feed 
store at Cloverdale. 

E. D. Johnson, Farmers feed store, 
Portland, is building a new addition to 
his plant. 

Ewing Mill Co., Brownstown, b=s re- 
opened its plant after remodelling it and 
installing new machinery. 

W. D. Hurn, Leavenworth, has leased 
the idle plant of the Marengo Milling 
Co. for a two-year period and intends 
to reopen it. 

Mount Vernon Milling Co., Mt. Ver- 
non, has completed construction of its 
new plant to replace the one destroyed 
by fire about a year ago. 

Albert B. Reynolds, 30, who with his 
brother, Fred Reynolds, operated a grist 
mill at Centerville, was killed instantly, 
September 12, when his automobile col- 
lided with a truck. 
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Floyd Oles 


Max Cohn 


E. C. Dreyer 


Retailers, Wholesalers Dratt Code 
Form Permanent Organization 


HE retail and wholesale feed 
i trade has a national code of fair 
competition ready to submit to 
the Agricultural Adjustment and 
National Industrial Recovery adminis- 
tration at Washington for final appro- 
val and has set up an organization to 
carry out and police its provisions. 
The code was drafted by a country- 
wide representation of the industry dur- 
ing the annual convention of the Grain 
& Feed Dealers National association 
which was held at the Congress hotel, 
Chicago, September 18, 19 and 20. 


National Representation 

While the grain men, whose three 
codes for grain exchanges, terminal ele- 
vators and country elevators have al- 
ready been submitted at Washington for 
approval, conducted routine convention 
business and heard such famous speak- 
ers as H. A. Wallace, secretary of agri- 
culture, the feed section convened in 
separate halls in sessions which lasted 
far into the night. Never before has 
there been a representation of the feed 
industry more truly national in scope 
gathered in one place. Practically every 
existing local and sectional organization 
in the United States sent a delegate to 
participate in the drafting of the code. 

At the start it was obvious that the 
preparing of a code in three days’ time 
by working with the group of approxi- 
mately 125 present would be a difficult 
task. The need of an organized plan 
of procedure was apparent and it was, 
therefore, decided that a committee on 
organization and code procedure be ap- 
pointed. 

There was already in existence an or- 
ganization known as the National Fed- 
eration of Feed Associations, which was 
organized at a preliminary code meet- 
ing of the feed trade held at Chicago 
last August. This association was con- 
sidered ideal for continuing the code 
work because its membership embraces 
more than 20 local and sectional retail 


David K. 


Association. 


eed Dealers Association. 


Association. 


Fred Zinn, A. 


Association. 


Officers and Directors of the National 
Federation of Feed Associations 
OFFICERS 


E. C. Dreyer, Dreyer Commission Co., St. Louis 
Floyd Oles, Seattle, Pacific Northwest Feed Association, . 
Steenbergh, The Feed Bag, Milwaukee, ... . 


DIRECTORS 
Retailers 
F. M. McIntyre, Potsdam, N. Y., president, Eastern Federation of Feed Merchants. 
Lynne P. Townsend, Ludlow, Mass., secretary, New England Retail Grain Dealers 
a Fhe Springville, N. Y., chairman of the code committee, Mutual Millers - 


ames H. Vint, Union Grove, Wis., past president, Central Retail Feed Association. 
. L. Kreger, Farmers Elevator Service Co., Ralstoa, Iowa. 
. H. Brundige, Kingston, Ohio, president, Ohio Grain, 


F. C. Kurtzhalz, Tampa, Fla., secretary, Florida Feed Dealers Association. 


Wholesalers 
E. C. Dreyer, Dreyer Commission Co., St. Louis. 
L. C. Newsome, Newsome Commission Co., Minneapolis. 
Max Cohn, Sunset Feed & Grain Co., Inc., Buffalo, N. Y. 
W. A. Low, Jesse C. Stewart Co., Pittsburgh. 
K. Zinn & Co., Battle Creek, Mich. 


DIRECTORS AT LARGE 
V. A. Fogg, Cooperative Grange League Federation Exchange, Ithaca, N. Y. 
(Another director at large to be selected at a future date.) 
PACIFIC SLOPE REPRESENTATIVES 


Floyd Oles, Seattle, Wash., Pacific Northwest Feed Association. 
T. W. McDevitt, Los Angeles, Calif., California Hay, Grain & Feed Dealers 


President 
Executive Vice President 
Secretary - Treasurer 


Mill & Feed Dealers 


feed organizations from all parts of the 
country and the wholesalers organized 
as the National Feed Distributors asso- 
ciation. 

E. C. Dreyer, Dreyer Commission Co., 
St. Louis, Mo., serving as temporary 
president of the National Federation, 
was empowered to appoint a represen- 
tative organizing and code procedure 
committee and selected the following: 

Representing the retailers—James H. 
Vint, Union Grove, Wis., past president. 
Central Retail Feed association; E. L. 
Kreger, Farmers Elevator Service Co., 
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Ralston, Ia.; Lionel True, Springville, 
N. Y., chairman of the code committee 
for the Mutual Millers & Feed Dealers 
association, and R. H. Brundige, Kings- 
ton, Ohio, president, Ohio Grain, Mill 
& Feed Dealers association. 
Representing the wholesalers—C. H. 
Williamson, J. C. Shaffer Grain Co. 
St. Louis, Mo.; R. F. Smalley, Certi- 
fied Flour & Feed Co., Springfield, Mo.; 
Fred Zinn, A. K. Zinn & Co., Battle 
Creek, Mich.; George Hosie, Ames- 
Burns Co., Jamestown, N. Y., and L. 
C. Newsome, Newsome Commission 
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Co., Minneapolis, Minn. 

Representing the industry at large 
E. C. Dreyer, St. Louis, Mo., and David 
K. Steenbergh, Milwaukee, Wis., tem- 
porary secretary and treasurer of the 
National Federation of Feed Associa- 
tions and secretary of the Central Re- 
tail Feed association. 

Conduct Open Forum 

With the first steps toward preparing 
the code taken, the feed men launched 
into an open forum discussion on pro- 
visions which they desired to have in- 
serted and everyone was given an op- 
portunity to be heard. <A. F. Seay, 
Purina Mills, St. Louis, Mo., chair- 
man of the code committee for the 
American Feed Manufacturers associa- 
tion, reported on the progress made by 
his organization to date and announced 
that the manufacturers’ code was at 
Washington awaiting the approval of 


the administration. 

Members of the organization and code 
procedure committee convened in the 
evening and formulated a plan of ac- 
tion in a session which lasted far into 
the night. Their recommendations made 
on the following morning for the per- 
manent establishment of the National 
Federation of Feed Associations and the 
National Feed Distributors association, 
met with the approval of those attend- 
ing and election of a board of directors 
to represent the affiliated retail associa- 
tions and the wholesale distributors was 
held. The directors were requested to 
cooperate with the organization and 
code procedure committee in drafting 
the code and were vested with full 
powers to act for the industry. 

A proposal to invite the American 
Feed Manufacturers association into the 
National Federation for the purpose of 


Airplane View of the Cedar Rapids, Iowa, 


Mill 


Profitable Feeds 
Profit Dealers 


Whether your customers feed cattle, dairy herds, hogs or poultry, they 
dem2nd feeds that bring the longest profit for every dollar they cost. 


There is a Quaker feed for each requirement. 


Each feed is the best 


that knowledge and experience have developed. Thousands of feeders 


have attested to their merit. 
firm this popular approval. 


Exacting tests by high authorities con- 
It is the experience of dealers that once a 


feeder tries Quaker feeds he becomes an enthusiastic and permanent 
user. These are the customers you want, Mr. Feed Dealer. The profits 


Quaker feeds earn for customers pay you a profit. 


If you want to 


know more about the advantages Quaker feeds offer you, Mr. Dealer, 
drop usacard. Do it NOW, before you forget. 


THE QUAKER OATS COMPANY, CHICAGO, U.S.A. 


BUY QUAKER FEEDS 


[iN STRIPED SACKS 
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preparing one master code to cover all 
branches of the industry was made in 
a resolution at the close of the morn- 
ing session. The resolution was ap- 
proved and jurisdiction in the matter left 
to the board of directors. 


Theis Talks on Code 


When it became known that Frank 
A. Theis, chief of the wheat processing 
division of the agricultural adjustment 
administration, who was scheduled as a 
speaker for the general convention and 
would be available to the feed men, they 
decided to hold an informal conference 
with him for the purpose of obtaining 
official information which might help 
them to draft the code. Mr. Theis was 
delayed considerably by a train wreck 
while enroute from the West coast to 
attend the convention but arrived late 
Tuesday afternoon. During the delay 
T. W. McDevitt, California Hay, Grain 
& Feed Dealers association, told the 
gathering of the work which had been 
accomplished by his organization. 

Mr. Theis answered numerous ques- 
tions asked from the floor and in brief 
informed the feed men that any attempt 
at price fixing in the code would run 
into difficulties; that provision be made 
for the secretary of agriculture to have 
access to the books and records of all 
members of the industry for code pur- 
poses, and that the control of code en- 
forcement should remain within the in- 
dustry. 

Dreyer Heads Federation 


The newly elected board of directors 
of the National Federation of Feed As- 
sociations also in session during the af- 
ternoon, completed the permanent estab- 


. lishment of the organization by elect- 


ing E. C. Dreyer, St. Louis, Mo., presi- 
dent; Floyd Oles, Seattle, Wash., Paci- 
fic Northwest Feed association, execu- 
tive vice president, and David K. Steen- 
bergh, Milwaukee, Wis., secretary and 
treasurer. V. A. Fogg, Cooperative 
Grange League Federation Exchange. 
Inc., Ithaca, N. Y., was also chosen as 
a director at large to represent the in- 
dustry and the board voted to select 
another director at large at a future 
date. 

With plans for a permanent organiza- 
tion completed the directors turned tc 


the actual drafting of the code. It be- 
came apparent before much time had 


elapsed that the entire group was too 
large for speedy progress and a sug- 
gestion that a code sub-committee be 
appointed was made and approved 
Those selected were Mr. Oles, Fred M.. 
McIntyre, Postdam, N. Y.; James H. 
Vint, Union Grove, Wis.; Lionel True 
Springville, N. Y.; R. F. Smalley 
Springfield, Mo.; L. C. Newsome, Min- 
neapolis, Minn.; C. H. Williamson, St. 
Louis, Mo., and Mr. Steenbergh, sec- 
retary ex-officio. 

This committee immediately proceed- 
ed with the work of compiling the sug- 
gestions of the industry into concrete 
form and was requested to call in the 
entire board of directors when the first 
draft of the code had been compiled 
It was 11 p. m. before the directors 
were paged into the sub-committee’s 
room where the newly born code was 
read and minor changes were made be- 
fore its presentation to the general as- 
sembly of feed men on the following 
day. 

At the opening of the concluding ses- 
sion the National Feed Distributors as- 
(Continued on Page Twelve) 
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CODE OF FAIR COMPETITION An official copy of the Code of Fair Competition for 
FOR THE FEED INDUSTRY the Feed Industry of the United States is published » 


as the center four pages of this issue of THE FEED 
BaG. It may easily be removed and filed for permanent reference. 


This code has not been officially filed at Washington but it was approved by representa- : 
tives of the feed trade, from coast to coast, at the first annual convention of the National Feder- ’ 
ation of Feed Associations which now has 24 retail and one wholesale member affiliated associa- 
tions and embraces practica!ly the entire organized feed industry of the country. 


The code was written by and for retail feed dealers and wholesale feed distributors but 
consideration was given to the possibility of the transit mixers, in the American Feed Manu- 
facturers association, joining the National Federation to present one master code for the 
entire industry. These manufacturers, less than 200 in number but including all the largest 
firms in the business, had already filed their own code at Washington and now, following a 
meeting of their code committee there last week, have decided to go ahead alone. 


Their decision permits the National Federation to proceed with the joint retailers and dis- 
tributors code and work already has been started preparatory to taking it to Washington. 
Several industries, with the flour millers as one example, have visited Washington for repeated 
conferences over a period of several months and still have not secured approval of their codes. 
This is largely because of the many administration officials and committees which must pass 
on each code and the fact that the administration has not definitely agreed on how it will rule 
with respect to many important provisions common to practically all codes and covering such 
problems as wage and hour exceptions, price cutting, direct selling, uniform cost accounting, etc. 


Learning from the experience of those who have visited Washington many times, the 
officers of the National Federation have petitioned the administration to informally consider “ 
their code and make its suggestions by mail or at least to a single representative so that the 
expense of many needless trips can be saved by the feed industry. This petition has not been 
answered but an affirmative reply is hoped for. In the meantime, therefore, the federation 
code committee is watching all progress made on similar codes with the idea of incorporating 
in the feed code any approved provisions which would strengthen its aim to unite the feed 
industry in the observance of fair trade practices so that higher wages could be paid for a 
shorter week and a better service rendered to the consumers of feed — the farmers. 


The present Code of Fair Competition for the Feed Industry of the United States was 
finally approved by unanimous vote at the federation convention but this accord was only 
reached after many compromises and careful consideration of what would or would not be 
acceptable to the administration. The proposed code, therefore, undoubtedly does not please z 
everyone in all particulars but it is generally recognized as being fair to all concerned. Many 
changes will certainly be made before final approval is obtained and as this revision is in pro- 
gress, the feed industry must have confidence that its code committee is constantly keeping 
all the wishes of all its constituents in mind. It also should be remembered that Article VIII 
provides for regional and functional agreements and that many important local problems which 
cannot be covered in a national code must be handled through such supplemental “‘codes”’. 


The code when approved will be a FEDERAL LAW — not merely a code of ethics. 
President Roosevelt, through his attorney general, has ordered all United States District 
Attorneys to prosecute code violators on precisely the same basis as violators of any other 
federal statute. A law for feed industry is a serious matter that cannot be rushed through in 
any few days or without a lot of hard work. 


THE FEED BaG, therefore, asks the feed industry to have confidence in and be patient 
with its code committee. The work of this committee, we believe, will eventually result in a 
new feed industry — better for its own workers and better for the agriculture it serves. 


Davip K. STEENBERGH 
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Vitality to Manufacture 
Farm Bureau Feeds 


The farm bureaus of Wisconsin, Mich- 
igan, Indiana, Ohio and West Virginia 
have signed contracts to have all their 
commercial mixed feed manufactured for 
them by Vitality Mills, Chicago, accord- 
ing to announcement by F. J. Bradford, 
vice president and general manager of 
the latter firm. 

The farm bureaus of these five states 
are banded together as the Farm Bureau 
Milling Co. under which name they all 
use the same formulas and brands. 

Officials of the various farm bureaus, 
who were in Chicago to sign the con- 
tract which became effective October 2. 
anticipate a greatly increased demand 
for feeds this coming winter and are 
now outlining plans for an intensive 
sales campaign among the farmers in 
the states they serve. 

The Arcady Farms Milling Co., Chi- 


cago, manufactured the farm bureau 
feeds for the past six or seven years. 
during which time the annual tonnage 
was increased to reach a considerable 
volume. Recently, however, the volume 
has dropped to only a fraction of its 
peak figure. 


WIRT WALKER, vice president and 
general manager, Arcady Farms Milling 
Co., Chicago, was among those who 
motored to Green Bay, Wis., Septem- 
ber 24, to see the Chicago Bears de- 
feat the Green Bay Packers 14 to 7. 


W. J. McGOWAN feed and flour 
mill, Paris, Ill., was destroyed recently 
by fire of undetermined origin. Loss 
was estimated at $10,000. 


A. G. KUENE has sold the Seymour 
Flour mills, Seymour, Wis., to his son, 
Milton, who has been a partner in the 
business for some time. 


SIGN OF THE TIMES! 


Ser that jumbo banner in the window? It’s the 
sign that’s making Purina merchants feed head- 
quarters in farm communities everywhere today. 
Unique, full-color, direct-by-mail folders... 
striking white on black newspaper ads...eye- 
catching bag signs...inside poster displays... 
World’s Fair movie film. ..are other parts of the 
big Purina Fall-Winter Merchandising Cam- 
paign to put the Purina merchant in the spot- 
light of good business. Perhaps this new cam- 
paign is just the thing you need to make your 
place feed headquarters. Why not find out? 
Write...better still, wire! 


PURINA MILLS 


923 Checkerboard Square, 


St. Louis, Mo. 


We 00 OUR PART 
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Retailers, Wholesalers 
Draft Trade Code 


(Continued from Page Ten) 


sociation announced that it had estab- 
lished a permanent organization and 
elected M. F. Cohn, Buffalo, x. 
president; Carl Currio, Boston, Mass.. 
vice president; J. W. Jouno, Milwau- 
kee, Wis., secretary and treasurer, and 
A. L. Stanchfield, Minneapolis, Minn.; 
W. A. Low, Pittsburgh, Pa.; Floyd Oles. 
Seattle, Wash.; C. H. Williamson, St. 
Louis, Mo., and Vernon M. Green, 
Washington, D. C., as directors. 

Plans for financing the National Fed- 
eration of Feed Associations and its code 
activities were then discussed. It was 
agreed that each affiliated association 
pay a membership fee of $25.00 and that 
in addition a fee of $2.00 per member 
per year, payable at the rate of $1.00 
every six months in advance be levied 
against each affiliated association. The 
National Feed Distributors association 
agreed to pay $5.00 per member an- 
nually in advance. 

Pledge Prompt Payment 

Realizing the immediate need of funds 
for carrying on the work of the National 
Federation of Feed Associations, repre- 
sentatives of many of the affiliated or- 
ganizations pledged the payment of 
lump sums on their return to their re- 
spective districts to be credited to their 
annual dues of $2.00 per member. The 
National Feed Distributors association. 
through Mr. Jouno, secretary, promised 
a prompt remittance of $100.00. 

With the financing question settled, 
attention was turned to the code which 
was read rule by rule to the feed men 
present. There were few objections. 
Only scattered changes were made in 
the entire draft, one of them being the 
altering of the definition of a feed dealer 
from a rather lengthy description to one 
reading, “the term ‘retailer’ or ‘retail 
dealer’ means any person who sells feed 
to consumers.” 

Those present generally agreed that 
sectional and local problems could not 
be solved under a national code and that 
the real work of handling such prob- 
lems would fall upon the shoulders of 
individual organizations and committees 
working in cooperation with the code 
committee of the National Federation of 
Feed Associations. The spirit of good 
will and the diligent effort among rep- 
resentatives from coast to coast in help- 
ing to prepare the national code was 
commendable. The code as drafted and 
approved at the meeting is published in 
full elsewhere in this issue of The Feed 
Bag. 


JOINS CLO-TRATE STAFF 

Health Products Corp., Newark, N. 
J., has appointed Frank J. Holt to the 
staff of the special markets division, W. 
R. Cassell, director of the division an- 
nounces. 

Mr. Holt was formerly engaged in 
sales promotion work with the Chilean 
Nitrate Educational bureau and served 
for a period of four years on the agri- 
cultural staff of the University of Wis- 
consin. 

In his new position he will assist with 
the merchandising of Clo-Trate, a con- 
centrated cod liver oil for poultry feeds, 
and will be stationed at the company’s 
headquarters in Newark, N. J. 


Proper Equipment 
Careful Feeding 
Assure Thorough 
Batch Mix 


By C. W. Sievert 


HE oldest type of batch mixing 
is probably that of putting the 
ingredients on a clean floor and 
then mixing with shovels. If the 
material is mixed often enough and sys- 
tematically enough, a good, thorough 
mix can be had. Any ingredients that 
are added in very small amounts. may 
not be distributed evenly enough, and 
consequently shovel mixing is consid- 
ered one of the poorest ways of mak- 
ing a mixed feed. 

Usually the batch mixer consists of 
a separate unit into which all the in- 
gredients are put, and then they are 
all stirred, intermingled, turned over, 
etc., until thoroughly mixed. Batch 
mixers are described as either horizon- 
tal or vertical. 

Most batch mixers have in connec- 
tion with them some means of elevat- 
ing the feed into the mixer. A very 
simple installation of course would con- 
sist of a mixer just under a floor so 
that the ingredients are dumped into it 
from that floor. The mixed feed then 
can be drawn off on the floor below, 
and in that case, no elevation is re- 
quired except to get the sacked ingre- 
dients to the upper floor. Usually, how- 
ever, it is desired to dump the material 
for the batch on the same floor where 
the feed is taken off, and in that case 
some type of elevator is necessary. The 
elevator may be of the common belt 
and bucket type, or of the screw type, 
and occasionally it is of the chain and 
scraper type. In all of these types there 
are certain points where it is possible 
for some of the feed materials to lodge. 
In the belt and bucket type the boot 
of the elevator usually has considerable 
space in it which is filled up with feed. 
In the screw type there is usually a 
small amount of space at the bottom 
where the feed can collect. In the 
scraper type the fit of the scrapers is 
never such that some feed cannot re- 
main in the housing. 


How to Feed Mixer 


The fact that small amounts of feed 
material may collect in the various 
types of elevators makes it necessary 
to be a bit careful in how the ingred- 
ients are put into the batch mixer. For 
example, let us take the following for- 
mula, that of a good egg mash. We 
will consider one for summer feeding 
where there is plenty of sunshine, and 
where a Vitamin D oil is not necessary. 
We present the following formula: 


Ingredients Pounds 
Ground yellow 800 
Wheat 400 
Fine ground 200 
Fine ground alfalfa meal........ 100 
Meat scraps 


Oyster shell 50 
Steamed bone meal................... 20 


This makes a total of 2,040 pounds, 
or what is quite commonly known as 
a ton batch. The few pounds over the 
ton takes care of mixing shrinkage so 
that you are sure of getting at least a 
full ton out of the batch. 

If the salt, which is heavy, and pos- 
sibly the bone meal and oyster shell 
flour are added last as they are given 
in the formula, then it is easily pos- 
sible for some or part of those ingre- 
dients to stay in the elevator boot or in 
some other part of the elevating equip- 
ment. Instead of getting 20 pounds of 
salt into the mash you may not get 
all of that in. If the boot on the ele- 
vator was full of light weight material, 
such as bran and middlinys, undoubted- 
ly considerable salt would stay there 
and that batch would be short. That 
salt might be swept out on the next 
batch however, and maybe the next 
batch is an entirely different kind of 
feed in which you do not want the ex- 
tra salt. 

Consequently, with a feeder of that 
sort, the order in which the ingredients 
are put in the mixer will be changed 
from the order in which the ingredients 
are listed in the formula. It happens 
to be common practice to list the small 
ingredients, that is those used in com- 
paratively small amounts, at the end of 
a formula. It would be good practice 
to put these in the mixer somewhere 
in the middle of the formula, and finish 
the batch by using some ingredient of 
a bulkier nature and which is used in 
the feed in considerable amounts. 

For this purpose, it is usually good 
practice to use ground oats or wheat 
middlings for the last material to go 
in. Most mash feeds contain wheat 
middlings. The same is true of dairy 
feed, hog feed, and general purpose 
mixed feeds. Consequently if a little 
middlings remain in the elevating equip- 
ment, no particular harm is done. 

Select Proper Size 

Poor mixing is due to several causes. 
One is the use of a mixer that is too 
small. A batch mixer should be large 
enough so that there is some room in 
which to mix the feed when the mixer 
is running. If mixers are full, then 
the feed cannot turn over, drop, or in- 
termingle, and poor mixing is the re- 
sult. On the other hand, there is no 
point in buying a mixer that is alto- 
gether too large for the purpose for 
which it is intended, but more mis- 
takes are made in buying a small mixer, 
or rather too small a mixer, than in 
buying one that is too large. A mixer 
may hold a ton of scratch feed and still 


THE FEED BAG—OCTOBER, 1933 


C. W. Sievert 


Mr. Sievert, American Dry Milk Institute, 
Chicago, delivered the_ address published 
herewith at the recent Grain & Feed Dealers 
National association convention. 


not take care of anywhere near a ton 
of mash feed. Where various kinds of 
feeds are to be mixed in the same mix- 
er, it is always good practice to get 
one big enough to handle the bulkiest 
that you will be called on to make. 

In some types of vertical mixers there 
is a small amount of feed that gets into 
the bottom of the mixer, which cannot 
be mixed with the remainder of the in- 
gredients. Such mixers should always 
be installed so that after starting to run, 
it is possible to transfer some of this 
material back into the top of the mixer. 
In that way, uniform feed is turned out. 

Too Much Mixing 

When a batch is being mixed, the 
mixer should run long enough but not 
too long. Running too long wastes 
power. Power costs money. Besides, 
it may harm the feed. 

I have heard and seen mixing opera- 
tions where the feed after mixing was 
run into a bin and stored in that way 
until ready to sack out. If such a bin 
is large enough to hold more than a 
couple of tons, you are quite sure to get 
into trouble. Any mixed feed dropping 
through the air for more than a couple 
of feet will tend to separate out, serious- 
ly enough to affect its appearance. I 
have seen feed dropped into a bin 20 
to 30 feet deep and then later drawn 
off. The last mixture coming out of 
the bin is practically all bran and light 
material because the heavier material 
stayed in the middle and dropped down 
so fast whereas the lighter material did 
not fall so fast and more of it was 
pushed aside to the edges and that nat- 
urally came out last. Consequently, it 
is good practice to sack up feed as soon 
as mixed so that the mixing will not be 
undone. 

Increasing Mixer Capacity 

Supposing a man is doing a batch 
mixing business and his business be- 
comes large enough so that he cannot 
mix fast enough. If he has a ton mixer 
and plenty of help he should be able 
to turn out four tons in an hour, or 
possibly even a little better if the feed 
happens to be one that does not require 

(Continued on Page Twenty-four) 
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Manufacturers to Convene 


At Chicago, 


HE American Feed Manufactur- 

I ers association will hold a special 

meeting at the Union League 

club, Chicago, October 12, for 
the purpose of discussing reorganiza- 
tion plans and adopting a new set of 
by-laws. 

Members of the Southern Mixed Feed 
Manufacturers association will come to 
Chicago to join in the conference and 
will also meet on the following day to 
discuss their local affairs. 

The American Feed Manufacturers 
meeting is the outcome of plans which 
were discussed at the annual conven- 


October 12 


tion held at French Lick, Ind., last June 
when it was decided that the organiza- 
tion should be expanded and made more 
truly representative of the entire indus- 
try. At that time the executive com- 
mittee was authorized to divide the 
country into territorial districts and to 
appoint a representative from each and 
to call a special meeting when a definite 
program for reorganization had been 
worked out. 

The committee has drafted new by- 
laws embodying the reorganization plans 
and will submit them for approval at 
Chicago on October 12. The new set- 


DOUBLED 
DELIVERY SALES 


With This Plan The 
Pratt Man Suggested” 


Gas bills as big as war debts . . . a truck gradually wear- 


ing out... 


and a salaried man driving himself weary 


day after day delivering only a handful of orders. 


No wonder this expense-worried dealer had decided to 
give up his delivery routes. 


But, he changed his mind quick after the Pratt man 
suggested an idea to make his truck routes profitable. 


The plan looked good. After all, it took no more work, 


no investment, no extra time. 


So, the dealer tried it in 


up includes a plan for the admunistra- 
tion of the code of fair competition for 
the feed manufacturing industry which 
has already been submitted at Washing- 
ton. 

Practically every manufacturer, re- 
gardless of size, will be eligible for 
membership in the organization and en- 
titled to a vote, under the proposed by- 
laws. Regional groups may also take 
out federated memberships in the pres- 
ent association and both active and as- 
sociate memberships are to be accepted. 

Following the adopting of the pro- 
posed by-laws it is the plan of the asso- 
ciation to elect a new staff of officers 
and directors to succeed those who have 
been serving since the annual conven- 
tion. 

C. H. Cochran, division of process- 
ing of the Agricultural Adjustment ad- 
ministration, Washington, D. C., will 
address the American Feed Manufactur- 
ers during the luncheon hour on Octo- 
ber 12. Mr. Cochran has special charge 
of the consideration of the code sub- 
mitted by the manufacturers and others 
in the business of grain processing. He 
is expected to reveal many interesting 
and helpful facts about the NRA and 
agricultural adjustment program. 

The American Feed Manufacturers 
association code committee will report 
the progress being made in the develop- 
ment of the code and a great deal of 
time will be allowed for the general 
discussion of this subject. 

C. A. Coddington, Beacon Milling Co.. 
Cayuga, N. Y., present president, urges 
all manufacturers to attend the meeting 
and take part in the discussions on the 
reorganization plans and the industry’s 
code of fair trade practices. 

An urgent call for all members of the 
Southern Mixed Feed Manufacturers as- 
sociation to be present for the confer- 
ence is also issued by E. P. MacNicol, 
Memphis, secretary. He announces that 
reduced railroad fares may be obtained 
for the meeting and reports that ar- 
rangements for tickets and hotel reser- 
vations may be made through his office. 


JOHN KLUCK feed mill, Galloway 
Wis., was robbed of $2,410 on Septem- 
ber 14 by thieves who rifled the office 
safe. Mr. Kluck had obtained the money 
for payment of a carload of feed which 
was on track awaiting delivery. 


alimited way. First, with some slow moving remedies 
that had been on his shelves for years... he sold out 
in two weeks. Then, on a new product he wanted to 
boost ... over half his customers tried it within 24 
hours. 


WISCONSIN 

Gus Nietmann, flour and feed dealer 
at Sullivan, has disappeared and at the 
time of this writing had not been lo- 
cated. His car was found near Madi- 
son, September 14, and a torn coat re- 
maining in it led authorities to believe 
that he had either been slain or kid- 
napped. 

Francis Duhne Co., Milwaukee, has 
been organized to deal in feed, flour 
and grain. Incorporators are Francis 
Duhne, Jr., Jack Trottman and S. G. 


‘TODAY Chase. 
Wise’s feed mill, Argonne, has opened 


PRATT FOOD COMPANY, DEPT. 565, PHILADELPHIA, PA. Luxemburg Milling Co., Luxemburg, 


I’d like to know about this new plan of yours for increasing delivery sales—provided has placed new roofing and siding on 
there’s no cost or obligation to me. its elevator. 


Abel Netzer is planning to reopen the 


You have your problems. Why not tell them to the 
Pratt man in your territory. He’s a veteran feed man, 
a shrewd merchandiser and expert organizer. He can 
help you. 


And, if you operate delivery routes, by all means get 
this sales plan. We'll be glad to give you full details 
without cost or obligation, if you’ll just fill in and return 
the coupon. 


Joe Straub, Lomira Elevator Co., Lo- 
Co., Burlington, and A. H. Lois, A. H. 


itors at Milwaukee. 
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Code of Fair Competition 
for the Feed Industry 
of the United States 


as proposed by the 


‘National Federation of Feed Associations 
210 East Michigan Street 


Milwaukee Wisconsin 


Adopted at its national convention at Chicago, IIl., 
September 18, 19 and 20, 1933, for presentation 
to the Agricultural Adjustment and National 
Industrial Recovery Administrations. 


OFFICERS OF THE FEDERATION 


Eucene C. DreYER Fioyp OLEs Davin K. STEENBERGH 
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Article I—Purpose 


It is the purpose of this Code to aid in eliminating from the feed industry destructive and unfair methods 
of competition, waste and improper practices, to place the industry upon a sounder basis and better enable it 
to serve labor and agriculture by bringing about higher wages, shorter working hours, better living conditions 
for employees, fair prices and high quality products for the farmer, and reasonable profit to manufacturers, 


distributors and retailers of feed, and to effectuate so far as possible the purposes of the Agricultural Adjustment 
Act and the National Industrial Recovery Act. 


Article 1I—Definitions 
As used in this Code— 


Section 1. The term ‘person’ includes any individual, natural person, partnership, association, trust, 
corporation or other legal entity. 
Section 2. The term ‘‘feed’’ means feed for all manner of livestock including poultry and other birds and 


domestic animals, but not food intended for human consumption, and includes also hay, and straw and/or 
other commodities usually dealt in by feed dealers. 


Section 3. The term ‘‘broker”’ includes any person dealing in feed in carlots or less than carlots on a 
brokerage basis, the term “‘broker’’ being defined as follows: ‘‘A broker is one who is engaged for others, on a 
commission basis, in negotiating contracts relative to property, with the custody of which, actual or con- 
structive, he has no concern.”’ 


Section 4. The term “distributor’’ means any person who buys and sells feed in carlots or less than 
carlots at wholesale. 


Section 5. The term “warehouse distributor’’ means any person who buys and sells feed through a ware- 
house at wholesale either in carlots or less than carlots, by truck or otherwise. 


Section 6. The term “retailer’’ or ‘‘retail dealer’? means any person who sells feed to consumers. 


Section 7. The term ‘manufacturer’? means any person engaged in the manufacture of feed through 
any of the following processes, either singly or in combination: 


The grinding, crushing or otherwise processing of grains other than for human consumption. 
The mixing of grain, processed or unprocessed, with other products and/or by-products of grain. 
The mixing or blending of the products and/or by-products of grain. 
In either case supplemental ingredients not directly produced from grain may or may not be included 
in the mixtures; 
Except that the term ‘manufacturer’ shall not include persons engaged in custom mixing, custom grind- 
ing, custom cleaning, or similar operations for local consumption. 


Section 8. The term ‘retail sale’ shall mean a sale to any person or group of persons who buy for con- 
sumption and not for re-sale. 


Section 9. The term “‘wholesale sale” shall mean a sale to any person or group of persons who buy for 
re-sale and for distribution. 


Section 10. The term “Feed Recovery Committee’? means the Committee created in accordance with 
Article III of this Code. 


Section 11. The term “Feed Recovery Sub-Committee”? means a sub-committee of the Feed Recovery 
Committee, to which the latter may delegate such of its powers under this Code as may be necessary or desir- 
able for the most efficient carrying out of the provisions of this Code. 


Section 12. The term ‘‘Affiliated Association’? means any regional or functiona! organization having 
membership in the National Federation of Feed Associations. 


Article III-—-Administration 


Section 1. To best effectuate the policies of the Agricultural Adjustment Act and the Nationa! Industrial 
Recovery Act, a Feed Recovery Committee is hereby designated to cooperate with the Administrator as a 
planning and fair practice agency for the feed industry. This Committee shall be identical in personnel with 
the Board of Directors of the National Federation of Feed Associations. Three additional members without 
vote may be appointed by the President of the United States. 


Section 2. In carrying out its functions the Committee, subject to the approval of the Administrator, 
is authorized to delegate its authority to Affiliated Associations to such extent and in such manner as the 
Committee may find expedient to best effectuate the purpose of this Code. 


Section 3. Where local associations are not in existence the Committee shall have the right to establish 
a controlling authority, to define its territory and functions, and may delegate to such controlling authority such 
of the Committee’s own powers as may be found necessary to best effectuate the purpose of this Code. 


Article [V—Labor Provisions 


Section 1. Pursuant to Section 7 (a) of the National Industrial Recovery Act, the following provisions 
are hereby embodied in and prescribed as part of this Code: 


a. That employees shall have the right to organize and bargain collectively through representatives of 
their own choosing, and shall be free from the interference, restraint, or coercion of employers of labor, or their 
agents, in the designation of such representatives or in self-organization or in other concerted activities for 
the purpose of collective bargaining or other mutual aid or protection. 


b. That no employee and no one seeking employment shall be required as a condition of employment 


to join any company union or to refrain from joining, organizing, or assisting a labor organization of his own 
choosing. 
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c. That employers of labor shall comply with the minimum hours of labor, minimum rates of pay, and 
other conditions of employment approved or prescribed by the President. 


Section 2. No employee under the age of 16 years shall be employed in the feed industry. 

Section 3. It is clearly understood that nothing in this Code shall impair in any particular the right of 
employee and employer to bargain collectively or individually, as may be mutually satisfactory to them. 

Section 4. Employees (other than factory or mechanical workers, artisans, outside salesmen, watchmen 
and delivery men) shall not be employed, in any place or manner, more than 48 hours per week. The hours of 
any store or service operation may not be reduced to below 52 hours in any one week, unless such hours were 
less than 52 hours per week before July 1, 1933, and in the latter case such hours shall not be reduced at all. 


Section 5. Factory or mechanical workers or artisans shall not be employed more than 40 hours per week 
averaged over a two months period, provided that in case of engineers, electricians, fireman, repair and main- 
tenance crews there shall be allowed a tolerance of 10 per cent. 

Section 6. No employee in the feed industry shall be required or permitted to work more than the num- 
ber of hours stated in the above Sections 4 and 5, except as follows: 

a. Foremen, superintendents, managers, outside salesmen, specialists, officials, watchmen and delivery 
men. 

b. During periods of seasonal rush, when farmers are busy with planting, harvesting, etc., the hours of 
labor may exceed the maximum above prescribed by 8 hours per week, and in case of skilled key men the 
hours of labor may exceed the maximums above prescribed by 20 hours in any week, but in no event shall 


employees be permitted to work more than an average of the hours above prescribed over any consecutive 
four months’ period. 


c. Office employees shall not be required or permitted to work more than an average of 48 hours per 
week in any four months’ period. 

Section 7. Overtime shall be paid at the rate of one and one-third times the normal rate for all work in 
excess of 8 hours per day, except in the case of office employees. 

Section 8. Employees mentioned in Section 4 (above) shall be paid not less than $15.00 per week in any 
city of over 500,000 population or in the immediate trade area of such city; not less than $14.50 per week 
in any city of between 250,000 and 500,000 population or in the immediate trade area of such city; not less 
than $14.00 per week in any city of between 2500 and 250,000 population or in the immediate trade area of 
such city; not less than $12.00 per week in communities of less than 2500 population. 

Section 9. Factory or mechanical workers or artisans shall be paid not lessthan 40 cents per hour unless the 
hourly rates for the same class of work on July 15, 1929 were less than 40 cents per hour, in which latter case 
they shall be paid not less than the hourly rates on July 15, 1929, and in no event less than 30 cents per hour. 

Section 10. No subterfuge shall be employed to frustrate the spirit and intent of this Article, which is, 
among other things, to increase employment by a universal covenant, to remove obstruction to commerce, 
and to shorten hours and to raise wages for the shorter week to a living basis. 


Article V—Price and Marketing Provisions 


Section 1. The sale or offer for sale of feed, except forced or distress sales or sales in liquidation, by any 
retailer or warehouse distributor at a price below the cost thereof is prohibited. The term ‘‘cost’’ as used herein 


means the cost determined in accordance with uniform accounting rules established or authorized by the 
National Federation of Feed Associations. 


Section 2. Retail prices and terms of sale of feed shall be posted in retail feed stores and in wholesale 
distributors’ warehouses from which retail sales are made. 


sd ee 3. The delivery of feed without adding an adequate delivery charge to the posted price is pro- 
ibited. 

Section 4. The sale or offer for sale by any distributor or warehouse distributor of feed at a price less than 
the current market value as of the delivery date is prohibited, except in the case of forced or distressed sales. 

Section 5. The selling or offering for sale for shipment beyond that time of shipment specified in the Code 
of the basic industry producing or trading in any commodity, or beyond the time limit set by grain exchanges, 
is prohibited. 

Section 6. All contracts for retail feed sales for future delivery beyond 30 days from date of sale shall be 
in writing, at a specific named price, and accompanied by a fair minimum deposit. On all such contracts for 
delivery beyond 60 days from date of sale, either on original contract or by extension thereof, a fair carrying 
charge shall be collected. 

Section 7. Each retail sale of $2.00 or more, and each sale by a warehouse distributor, shall be accom- 
panied by an invoice, stating name of buyer, date of sale, name and address of seller, quantity and kind of 
commodity sold; and price, including state or federal sales tax, if any, as such, as a separate item. 


Article VI—Unfair Practices Prohibited 
Section 1. Buying and selling of feed by persons engaged in the business of transportation for hire, and 
not owning or operating feed handling facilities, is prohibited. 
Section 2. Selling or offering to sell feed at a price guaranteed against market decline is prohibited. 


Section 3. Retailers, brokers, distributors, warehouse distributors and manufacturers, when operating 
in other divisions, shall conform to the agreements and terms established by the respective functional and 
geographical divisions of the industry in which they are operating. 


Section 4. The giving or offering to give, either directly or indirectly, to any present or prospective cus- 
tomer or patron, of any gift, bribe or other payment or premium, with the effect of reducing the posted or 
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quoted or contract price, is prohibited; provided that nothing in this Section shall be interpreted or applied to 
prevent quantity or other discounts in the territory of Affiliated Associations desiring to permit such discounts. 

Section 5. No provision of this Code shall be interpreted as preventing farmers’ cooperative associa- 
tions from paying properly earned patronage dividends as authorized by law. 


Section 6. Consignment of feed is prohibited. Consignment shall be defined as the shipping or delivery 
to a customer previous to sale at an agreed price. 


Section 7. Any controversy or claim between retailers, brokers, distributors, warehouse distributors and 
manufacturers shall be settled by arbitration in accordance with arbitration rules prescribed or approved by 
the National Federation of Feed Associations. 


Section 8. The following unfair trade practices are prohibited: 


Inducing breach of contract for the sale of feed; 
Enticement of employees of competitors; 
Misbranding and/or misrepresentation; 

Imitation of trade mark or trade name; 
Defamation of a competitor or his products; 
Ingredient substitution; 

Repudiation of contract. 


Section 9. No broker shall divide or give back any part of his brokerage to the seller or seller’s agent, 
or to a buyer or buyer's agent. 


Article VII—Reports and Statistics 


The Feed Recovery Committee is authorized to prescribe, subject to the approval of the Administrator, 
regulations requiring the submission by retailers, brokers, distributors, warehouse distributors and manufac- 
turers, at such reasonable times as it may designate, of reports containing information necessary for the ad- 
ministration and enforcement of this Code, including wages and hours of labor, prices, volume, marketing 
practices, and such other information as may be required. Such reports shall be submitted only to the exe- 
cutive officers of the National Federation of Feed Associations, or to the corresponding officers of Affiliated 
Associations. All reports submitted hereunder shall be treated as confidential and shall be open to inspection 
only by the persons named by the Feed Recovery Committee to administer this Code and by the authorized 
officials of the Administration. 


Article VIII—Regional or Functional Agreements 


Section 1. Regional or functional agreements may be formulated by agreement of a substantial majority 
of the members of any Affiliated Association or sub-division thereof, or within the territory of any controlling 
authority established by the Feed Recovery Committee under the provisions of Article III, Section 3; which 
regional or functional agreements may vary within reasonable limits in detail from this Code, but which must 
conform thereto in principle. Any and all such agreements must be submitted to the Feed Recovery Com- 
mittee whose approval thereof shall be a necessary pre-requisite to their application and enforcement, subject 
in all cases to the approval of the Administrator. Such regional or functional agreements may cover credit 
terms, charges for delivery and/or other services such as custom mixing, grinding, cleaning, etc., or as to cash 
or other discounts not prohibited by this Code, or as to other industry practices having a bearing upon the 
effectiveness of this Code. 


Section 2. Violations of any regional or functional agreement, after its approval by the Feed Recovery 
Committee, is prohibited. 


Article [X—General Provisions 


Section 1. No provision of this Code shall be interpreted or applied in such manner as to: 


a. Promote monopolies or monopolistic practices; 
b. Permit or encourage unfair competition; 

c. Eliminate or oppress small enterprises; 

d. Discriminate against small enterprises. 


Section 2. This Code and all the provisions thereof are expressly made subject to the right of the Presi- 
dent, in accordance with the provision of subsection (b) of Section 10 of the National Industrial Recovery 
Act, from time to time to cancel or modify any order, approval, license, rule or regulation issued under Title 
I of said Act, and specifically, but without limitation, to the right of the President to cancel or modify his 
approval of this Code or any conditions imposed by him upon his approval thereof. 

Section 3. Nothing in this Code shall be deemed to constitute the participants therein partners for 
any purpose. 

Section 4. Within each State, persons subject to this Code shall comply with any laws of such State 
imposing more stringent requirements; regulating the age of employees, wages, hours of work; prescribing 
health, fire and general working conditions or standards of commodities. 

Section 5. The cost of administering and enforcing this Code and approved regional and/or functional 
agreements shall be borne by all persons subject thereto. The Feed Recovery Committee shall determine 
such cost, subject to approval of the Administrator, and shall apportion the same equitably among all persons 
subject to the Code. 

Section 6. The right is hereby reserved to alter, amend or supplement this Code at any time by a majority 
vote of the Feed Recovery Committee, subject to the approval of the President of the United States. 

Section 7. This Code shall become effective on the tenth day after its approval by the President of the 
United States and shall terminate concurrently with the termination of the National Industrial Recovery Act. 
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OWN CODE 


Section 1. All retail dealers should handle a high quality linseed meal 
to sell to their customers and to include in their own mixtures. 


Section 2. Red Wing 37% Linseed Meal is of the highest quality— 
Old Process, 37% Protein—made right to assure profit to the feeder, priced 
right to assure steadily increasing sales and repeat business to the retailer. 


PURE OLD PROCESS 


LINSEED MEAL 


GUARANTEED ANALYSIS 
PROTEIN MINIMUM 37% 
FAT MINIMUM 5% 
FIBRE MAXIMUM 9% 
NIT. FREE EXT. MINIMUM 35% 


A PITTSBURGH PRODUCT 
PITTSBURGH PLATE GLASS Co. 


RED WING, MINN. - NEWARK, N. J. 


MEMBER 


Insist upon RED WING 37% LINSEED MEAL. 


We will be pleased to send sample and quote prices on request. 


Pittsburgh Plate Glass Company 


Linseed Oil Division Milwaukee, Wisconsin 
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ON THE TRAIL 


Circus Man: “Say, uncle, have you 
seen anything of an elephant around 
here?” 

Rastus: “No, sah. Ah ain’t seen no 
ephalent but ah did see a great big gray 
bull eatin’ mah corn wiv his tail.” 


* * 
INSULTED 
Policeman: “As soon as I saw you 
come around the curve, I said to my- 


self, ‘45 at least.’ ” 
Woman Driver: “How dare you? It’s 
this hat that makes me look so old.” 
* 


Senior Partner: “Have you seen the 
cashier this morning?” 

Office Boy: “Yes, sir. He came in 
here without his mustache and _ bor- 
rowed a timetable.” 


She ept the usy 


—and 
Established 
a Successful 

Truck 

Route ! 


Carefully Sifted for Feed Dealer Consumption 


Then there is the bootlegger who 
walked all the way to the drugstore to 
get some poison to kill the cat. 


ONE BIG CLEANUP 
College Professor: “Every man in 


this college could get a job with the 
city if he wanted it.” 

Student: “Isn’t that a rather sweep- 
ing statement?” 


ISS SPIES of the Hopp Feed Store, Marietta, Ohio, believes 

that every office worker should help to sell feed. She studied 

the feed business, became interested in feeding records and kept a 
card index of the store’s regular customers. 


How she used this card system to get feed orders— how she im- 
proved both sales and service by using the telephone — how she in- 
creased the store’s list of customers by starting a truck route and 
firmly established it through telephone calls—here is a ‘‘success 
story’’ that every feed dealer should know. 


You will find this remarkable fact story —and scores of others— 
in ‘‘Feed Merchandising’’, the most valuable book ever published 
for feed dealers. It is packed full of ‘‘success stories’’—merchandis- 
ing ideas that work—novel plans that feed dealers have used to 
build sales and better organizations to handle the feed business. 


A beautiful bound copy of ‘‘Feed Merchandising”’ is furnished 
free to every Wayne feed dealer—and to Wayne dealers only. Ask 


the Wayne salesman to show you this 128- 
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page book— containing tested ideas gath- 
ered from 500 Wayne dealers. 


ALLIED MILLS, INC. 


Advertising Offices: 
FORT WAYNE 
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CORNHAY WEAKLY NEWS 

Considerable excitement prevailed in 
the Cornhay theater last Wednesday 
evening when Ira Hicks came in dur- 
ing a dark portion of the picture and 
sat on a basket of eggs Tillie Borcks 
was holding in her lap. 

Judd Perkins has at last found an 
opportunity to get revenge on his neigh- 
bor’s hogs, having killed them off in 
line with the government's program to 
reduce the pork surplus. 

Lem Jones, local feed dealer, has been 
doing a big volume of business in rock 
salt in lieu of the approaching Hal- 
lowe’en season. 

PERFECTLY CLEAN 

Mother: “Bobby, it’s time for you 
to get ready for school. Have you 
washed your ears?” 

Bobby: “I washed the one that’s on 
the side next to where the teacher sits.” 
* * 

MORTIFIED 

Feed Dealer: “I was told that your 
wife cried in church Sunday. Was she 
so greatly affected by the sermon?” 

Grocer: “No, a woman sat in front 
of her and had a hat just exactly like 
her new one.” 

* * 
IMPROVING 

First Student: “I see you're getting 
better marks lately.” 

Second Student: “My dad’s on a trip 
so I do all the work myself.” 

Ok 
NEW RACKET 


Feed Dealer: “I saw a woman black- 
smith today.” 


Salesman: “Is that so? What was 
she doing?” 
Feed Dealer: “Shooing chickens.” 


TRUE ENOUGH 
From the time of your birth 
Till you ride in a hearse 
There’s nothing that happens 
But might have been worse. 
HIGH DEATH RATE 
Mike: “And how much do ye charge 
for funeral notices?” 
_ Newspaper Clerk: “Thirty cents an 


“Begorrah, it’s robbery. 
brither was six foot tall.” 

EXPERIENCED 


Theater Manager: “So you are a first 
class juggler.” 


Me 


Applicant: ‘Absolutely. I used to 
balance books in a bank.” 
* * 


It’s tough when your wife finds a 
letter in your pocket that you forgot to 
mail but worse when she finds one you 
forgot to burn. 

* * * 

Office Boy: “Please, sir, can I attend 
my grandmother’s funeral on Friday?” 

Feed Dealer: “Certainly. That’s the 
day I’ve fixed for the annual company 
picnic.” 
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Speakers Explain Recovery Program 
To National Grain, Feed Men 


George Booth Is Reelected President 


and its Century of Progress ex- 

position, representatives of the 

grain and feed industry from 
coast to coast gathered to discuss 
nationwide problems at the 37th annual 
convention of the Grain & Feed Deal- 
ers National association which was 
held at the Congress hotel, September 
18, 19 and 20. 

While the grain men listened to fa- 
mous speakers and reviewed their code 
of trade practices already drafted, the 
feed dealers and distributors labored 
day and night in separate meeting rooms 
to formulate their code which is ex- 
plained in detail elsewhere in this is- 
sue of The Feed Bag. 


Carey Welcomes Delegates 

Hundreds of delegates were present 
for the opening session of the conven- 
tion which included the call to order 
by George E. Booth, Chicago, president 
of the association, invocation by Dr. 
Henry Seymour Brown, an address of 
welcome by Peter B. Carey, president, 
Chicago board of trade, and response 
by Hugh A. Butler, Omaha, Neb. 

The dangers of government control 
and subsidizing of railroads were point- 
ed out by Harry A. Wheeler, Chicago, 
the first principal speaker. His talk 
was followed by Mr. Booth’s annual ad- 
dress in which he cited the impreove- 
ment in the grain markets and the re- 
newed confidence of business men and 
the public under the new administra- 
tion. He also reviewed the work ac- 
cemplished by the association during 
the past year. 

Charles Quinn, secretary and treas- 
urer of the association, then read his 
annual report. The appointment of 
committees concluded the morning ses- 
sion. 

The afternoon was left open for feed 
dealers and distributors who gathered 
and decided upon a plan of action for 
drafting a national code. Grain men 
not interested in the feed business had 
an opportunity to attend the World’s 
fair or to take part in the golf tour- 
nament which was held at the Ravisloe 
country club under the direction of a 
committee headed by L. T. Sayre, Chi- 
cago. 

The Chicago board of trade was host 
to the grain and feed men in the even- 
ing at a dinner served in the Blue Rib- 
bon casino on the Century of Progress 
grounds. Ben Bernie and his orchestra 
furnished the music and numerous en- 
tertainment acts were presented. 

Discusses Processing Tax 

Tuesday morning’s sesson was opened 
with a discussion of the milling indus- 
try and the processing tax by Herman 
Steen, secretary of the Millers National 
federation, Chicago. Mr. Steen ex- 
pressed fear that increased cost added 
by the processing tax is greatly reduc- 
ing the consumption of wheat, particu- 
larly in the South where people have 
been accustomed to using corn pro- 
ducts. He pointed out that the aver- 
age consumption of wheat 30 years ago 


A™ the bustle of busy Chicago 


was five bushels and one peck per per- 
son and that in recent years it had de- 
clined to 1.33 bushels per capita, or 
160,000,000 bushels a year. 

“If consumption could be increased 
to absorb this amount we would not 
have a surplus,” he said. ‘The process- 
ing tax from early indications seems to 
be further decreasing the consumption 
of wheat and there is danger of adding 
to the surplus.” 

Mr. Steen also called attention to the 
fact that the processing tax has stimu- 


Heads Allied Mills 


H. G. Atwood 


Mr. Atwood, formerly chairman of 
the board of directors, Allied Mills, Inc., 
Chicago, was recently made president 
of the company to succeed D. W. Mc- 
Millen who resigned to devote his in- 
terests to the sugar business. Mr. At- 
wood is a veteran feed man and enjoys 
a wide acquaintance in the industry. His 
many friends join in wishing him suc- 
cess in his new post as head of one ot 
the largest milling firms in the country. 


lated grist milling due to a provision 
in the law which states that wheat 
brought to a mill by the producer and 
ground into flour for his own consump- 
tion is exempt from the tax. He also 
asserted that the larger flour mills were 
being burdened with additional expense 
because of the need for keeping accur- 
ate records on the amount of wheat 
ground which is subject to the tax and 
added that the operating capital of many 
of the mills was tied up because remit- 
tance was often made to the govern- 
ment before collection could be made 
from those who purchased the flour. 
“Many mills appear to be having 
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trouble in collecting the processing tax 
from state and county owned institu- 
tions,” he declared. “The law speci- 
fically reads that these institutions are 
not exempt.” 


Grain Codes Discussed 


Because of the absence of Frank 
Theis, chief of the wheat processing 
and marketing section of the Agricul- 
tural Adjustment administration, who 
was delayed by a train wreck, Thomas 
Y. Wickham, Chicago, who was to ap- 
pear on the following day substituted 
for Mr. Theis and discussed the work 
of the association’s grain committee on 
national affairs. His talk was followed 
by a discussion and interpretation of 
the codes of trade practices recently 
adopted by the grain exchanges, ter- 
minal elevators and the country grain 
trade. 

C. W. Sievert, American Dry Milk 
Institute, Chicago, who was scheduled 
to speak Wednesday, relinquished his 
place and addressed the feed and grain 
men in the afternoon on “Some Mecha- 
nics of Feed Mixing.” 


Banquet Overcrowded 


The annual banquet which was held 
in the evening attracted such a large 
attendance that it was necessary to ob- 
tain an adjoining room of the hotel to 
accommodate the crowd. Music for the 
occasion was furnished by the Chicago 
board of trade band and several enter- 
tainment features were presented. Peter 
B. Carey was toastmaster and Douglas 
Malloch, famous poet and philosopher, 
was the principal speaker. 

Mr. Theis, in addressing the grain 
men on the following morning, declared 
that the country was engaged in an eco- 
nomic warfare with the depression as 
the enemy. He explained that each 
industry was being called upon to do 
its part and praised the grain trade for 
the cooperation it had extended to the 
administration. He urged every one to 
observe and carry out the provisions 
of their code of trade practices and as- 
sured those present that the govern- 
ment had no intentions of driving 
anyone out of business or taking over 
their means of livelihood. 

Mr. Theis also explained steps which 
the government intends to take in dis- 
posing of the 30,000,000 bushel wheat 
surplus in the Pacific Northwest, and 
urged the cooperation of ail grain men 
in these efforts. 

More than 1,000 persons flocked into 
the meeting hall to hear Henry A. Wal- 
lace, secretary of agriculture, give his 
address which followed 


Booth Reelected President 


The convention concluded with com- 
mittee reports and the election of of- 
ficers. George FE. Booth, Chicago, 
president; F. A. Derby, Topeka, Kans., 
first vice president; W. R. Moore, Cov- 
ington, Ind., second vice president, and 
Charles Quinn, Chicago, secretary-treas- 
urer, were reelected for another term 
and complimented on their splendid 
work during the past year. 
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Don’t Overlook 


Here are 3 big advantages of includ- 
ing Diamond Corn Gluten Meal in 
your poultry mashes as a 4 replace- 
ment for meat scraps— 


1. A substantial saving on ingredi- 
ent costs. 


2. Increased egg-producing ability, 
(proven in actual tests). 


3. The addition of Vitamin A to 
the mash (a highly important vitamin 
for laying mashes as well as starting 
and growing mashes). 


Poultry feed mixers everywhere are 
including Diamond as 10% to 12% of 
their registered brands of mash. 


CORN PRODUCTS SALES CO. 


NEW YORK CHICAGO 


DIAMOND CORN GLUTEN MEAL 
43% PROTEIN GUARANTEED 
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Diamond 


for your mash formulas Include Mill Rose in your next mixed car 


ILL ROSE FLOUR 


Fancy Short Patent Spring Wheat Flour 


Our silverware deal is new, different and 
GENEROUS. It isa proven 
business-getter. 


shipment of our well-known 


A.-C Poultry Feeds 


Mill Feeds 
Dairy Feeds 


E-Z-Fed Meat Loaf Fox Food 


(Complete) 


Cereal Fox Food 


(Supplement) 


Superior Products—Perfectly Manufactured 


No trouble to quote prices—write us! 


ISCONSIN MILLING CO. 


Menomonie, Wisconsin 


SWISS BRAND 


DRIED GRAINS 


Made from the Best 
of Better Beers... 


22% PROTEIN 


Straight or Mixed Cars 
With Millfeeds or Ingre- 
dients for the Dealer or 
Mixer. 


LABUDDE FEED & GRAIN CO. 


MILWAUKEE, WISCONSIN 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Cash Paid for Ideas 


You must have some idea which you 
used with success to boost your busi- 
ness. Tell us about it in a brief letter. 
If we —— your idea on this page 
we will send you a check for $3.00. No 
fancy writing required. 


Swap Potatoes 


I notice from The Feed Bag that you 
are interested in getting ideas which 
help to build business. For several years 
I have followed the plan of offering 60C 
to 1,000 pounds of Idaho type seed po- 
tatoes to any farmer who wants them 
for planting. I do this on the condition 
that they return the potatoes to me 
pound for pound when they harvest 
their crop in the fall. Last year I gave 
out seed potatoes to 40 farmers and 39 
returned them in the fall and, in addi- 
tion, permitted me to handle all of their 
surplus on the market. This spring I 
gave out 80 lots and since potatoes are 
much higher now than they were last 
spring I stand to show a profit on my 
swapping plan as well as getting a good 
volume of potatoes to handle for the 
market.—Louis Bando, Peshtigo, Wis. 


Apron Patterns 


An alert dealer in Colorado has de- 
veloped a profitable dairy and poultry 
feed business by enclosing apron pat- 
terns for housewives in each sack. The 
patterns are printed on paper and are 
accompanied with a folder giving full 
instructions on how each particular 
apron can be made from the sack. A 
dozen different styles are distributed 
throughout each feed lot.and the house- 
wife is encouraged to search every bag 
with the hope of finding something new. 
Instructions on how to make pressing 
cloths, dish towels, chicken house win- 
dows, etc., from the sacks are also’ in- 
cluded in the foiders. The patterns cost 
we dealer about 7 cents apiece in 500 
ots. 


No Wasted Calls “Jj 


In Pennsylvania a progressive feed 
merchant who makes a practice of mak- 
ing personal calls on farm customers 
decided that he would not permit his 
visit to be wasted in the event that he 
did not find the farmer at home. He 
ordered a card from his printer which 
carried the message that he was sorry 
to find Mr. Farmer away when he called 
and hoped to see him in the near future 
on an offer of interest to him. At the 
bottom of the card was listed the line 
of feeds handled by the dealer. The 
card was placed on the door where the 
farmer would be sure to find it on his 
return. In this way contact was made 
despite the fact that the prospect was 
away at the time of the dealer’s visit. 


Turkey Service 


When a surplus of turkeys in the 
community was apparent in a Minne- 
sota dealer’s territory, he decided to 
help his customers dispose of their birds 
for the Thanksgiving season. His first 
step was to send an announcement to 
the farm trade in which he requested 
them to fill out a questionnaire inform- 
ing him as to the number of turkeys 
they had for sale. Then he published 
an advertisement in his local newspaper 
and those of adjoining towns, informing 


the townsfolk that he would be glad 
to take orders for choice birds for the 
Thanksgiving season. This plan sold 
many turkeys for the dealer’s farm cus- 
tomers and many of them reciprocated 
by giving him a nice volume of feed 
orders. 


Fair Awards 


A New York milling firm makes a 
practice of donating silver cups to be 
awarded to farm boys and girls as prizes 
for livestock and poultry exhibits at 
community fairs. The company con- 
tinually keeps in mind the fact that the 
youth of today will be the customer of 
tomorrow and has in many cases ob- 
tained business from parents as a re- 
sult of the childrens’ influence. Close 
contact is maintained with agricultural 


teachers who direct club work and the 
firm is always willing to cooperate in 
making meetings and social gatherings a 
success. 


Flower Beds 


Farm housewives go to one Wiscon- 
sin feed store in preference to his com- 
petitors because he has taken the pains 
to beautify the surroundings by con- 
verting the vacant lots about his estab- 
lishment into a gorgeous flower bed 
This particular dealer reports that there 
has been a decided gain in the sale of 
flour, poultry and dairy feeds since his . 
idea materialized. He attributes this in- 
crease to the visits paid to his store by 
farm women who come to see the flow- 
ers and iftidentally persuade their hus- 
bands to trade there. 


Brings Feed Store to Farmers 
With Special Sales Van 


T is told that when Mohammed 
I called the mountain, the mountain 

did not come to him so he said to 

his followers assembled, “If the 
mountain will not come to Mohammed 
then Mohammed will go to the moun- 
tain.” One may wonder what this has 
to do with feed goods but there is a 
connection as we shall soon see. 


In Florida, N. Y., there is located the 
Florida Feed & Hardware Co., managed 
by Louis Gordon. During good times 
Mr. Gordon always sold a plentiful sup- 
ply of feed and related lines, but 
when the depression came sales began 
to fall off. Fewer and fewer customers 
were coming to the Florida Feed & 
Hardware Co. for feed so Mr. Gordon 
decided that if the farmers would no‘ 
come to his store, then he would take 
his store to the farmers. 


The company owned a 1%-ton truck 
which wasn’t working, so Mr. Gordon 
built a house body on it, similar to the 
touring cabins frequently seen on the 
highways. This car body measured 6 
by 12 feet, had a window on each side. 
with draperies hanging from the interior 
and a window box on the outside. with 
growing plants therein. The truck was 
stocked with horse feed, dairy rations, 
calf food, poultry feeds, peat moss, fish 
meal, corn, oats, oyster shells, meat 
scraps, feeding oatmeal, wheat feed. 
corn meal, buttermilk foods and any- 
thing else that poultry breeders, dairy 
farmers and general farmers in his ter- 
ritory might demand. He also stocked 
the truck with an ample supply of man- 
ufacturers’ literature. 

Now Mohammed was ready to go to 
the mountain. Mr. Gordon instructed 
a store salesman to take the truck out 
a few hours daily, cruising around the 
territory contacting farmers in regard 
to feed. This salesman was told that 
he was expected to close sales at the 
farm and not do missionary work. He 
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began to get results immediately and 
gradually found it necessary to spend 
more and more time taking this farmer’s 
store to the farmer’s door. At certain 
seasons of the year the salesman now 
spends all of his time cruising around 
the territory taking orders for feed. 

_ It is said that aggressive merchandis- 
ing of any line whether it be eye-ap- 
pealing glassware or prosaic feed goods, 
will net the dealer more profits than 
merely subjective acceptance of what- 
ever business comes in the front door. 
Louis Gordon’s case proves this. Like 
Mohammed who went to the mountain. 
Mr. Gordon takes his store to the cus- 
tomers and is abundantly rewarded with 
feed profits. 


E. C. HEINMILLER, New Hamp- 
ton Mill Co.. New Hampton, Ia., has 
taken over the North Washington mill, 
North Washington, Ia., and has placed 
George E. Egan in charge. Mr. Hein- 
miller is president of the Iowa Millers 
& Feed Dealers association. 


MICHIGAN 


Lewis Cool has purchased the grain 
and feed business of Crane & Hults. 
Eaton Rapids. 

Sparta Feed Co., Sparta, has been 
sold to Floyd Schut. 

George B. Morley, Saginaw, has been 
elected president of the Bad Axe Grain 
Co., Bad Axe, to succeed William H. 
Wallace. 

Fred H. Clearwater has reopened the 
Jonesville mill, Jonesville, which has 
been idle since last spring. 

Asa Strait & Son Milling Co., Nash- 
ville, has improved its plant and in- 
stalled new machinery. 

Ronald J. Banton, Ronald Sykes, 
George Shaw and J. L. Strachen have 
taken over the Muir Elevator Co., Muir, 
and will operate it under the name, Ban- 
ton Elevator Co. 
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Mechanics of Batch 
Mixing Explained 
(Continued from Page Thirteen) 


very much mixing. If the batch mixer 
is large enough he should be able to get 
a thorough mix by mixing the batch 
approximately five minutes. If the mixer 
is a little too small, then he will have 
to run it much longer because, as ex- 
plained before, good mixing does not 
take place when the mixer is too full. 
If you mix a batch five minutes and 
then take that feed off at the rate of 
four sacks a minute, another five min- 
utes is consumed in taking the feed out 
of the mixer, making a total of ten min- 
utes. Then some additional time of an- 
other four or five minutes will be taken 
to get a fresh batch into the mixer and 


that makes the total time 15 minutes, 
which is at the rate of four tons per 
hour. 

It is possible to take this same one- 
ton batch mixer, and arrange it so that 
at least ten tons an hour can be taken 
from the mixer. More room is required 
in order to do that because the mixer 
will have to be placed at a higher eleva- 
tion from the working floor. The eleva- 
tor leg to the mixer will also have to 
be lengthened out considerably. A hop- 
per holding a ton batch is put immed- 
iately above the mixer, and this hopper 
is equipped with a large trap door bot- 
tom. Under the mixer, another hopper 
is placed, and this hopper is spouted to 
the bagging arrangement. With this ar- 
rangement it is possible to take one 
batch in the mixer and at the same time 
get another batch into the hopper above 
it and also be packing out the batch in 


Vitality Feeds 


A Complete 
Line of 


FINEST QUALITY 
FEEDS 


Made Right we Priced Right 


If not sold in your town write for 
our agency proposition. 


Mills 
BOARD OF TRADE BLDG. 
CHICAGO 
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the hopper below. I have operated in- 
stallations of this sort where as much 
as 125 tons of dairy feed were manu- 
factured in a ten-hour day. 

Sometimes two batch mixers are 
placed side by side and arranged so 
that the alternate mixers are charged 
and discharged. Such an arrangement 
does not take as much head room as 
the one just described, but it also re- 
quires more machinery, and is a little 
slower in operation. 

In mixing molasses feed, there is still 
considerable difference of opinion. Some 
mixers do a very good job on coarse 
feed containing considerable molasses, 
but will not do a smooth job where 
comparatively small amounts of mo- 
lasses are necessarily used. Conse- 
quently, the mixing of molasses feed on 
a small scale has not been developed 
to the extent that dry mixing -has, al- 
though considerable strides have been 
made in recent years. ‘The large feed 
manufacturer, however, is equipped to 
make molasses feeds, using any amount 
of molasses desired, whether that be 3 
per cent or 50 per cent. 

When Vitamin D oils such as cod 
liver oil or sardine oil, or the reinforced 
cod liver oils are put into feeds, there 
are two general methods. One is to use 
a spraying attachment, and the other is 
to make a preliminary mix, a portion 
of which is put into subsequent batches 
of finished feed. 

Since it has been found that Vitamin 
D oils are apt to lose their Vitamin D 
potency when mixed with mineral ma- 
terials and stored, it is best to use some 
cereal products in the preliminary mix. 
Usually a mixture can be arranged con- 
sisting of ingredients of the final mash 
so that the oil percentage on this pre- 
liminary mixture will be in the neigh- 
borhood of 10 per cent. Such a mix- 
ture can be made in the batch mixer, 
which of course will have to be run 
long enough until even distribution of 
the oil is obtained. This mix can be 
sacked up and used in _ subsequent 
batches of mash. If the mixture con- 
tains 10 per cent oil, then 10 per cent 
of the mixture in the final mash will 
incorporate 1 per cent oil in that final 
mash. In most cases such a prelimin- 
ary mixture will contain the salts and 
the mineral ingredients as well as 
enough corn meal or middlings, along 
with the cod liver oil, to bring the 
total to the desired amount. When for- 
tified oils are used, then the preliminary 
mixture can be arranged so that smaller 
amounts of it are necessary in the final 
mixture. 


James Hall, Farmers Elevator Co. 
Wapello, was married recently to Miss 
Kathryn Odle. 

Whittemore Elevator Co., Whitte- 
more, is erecting a new flour and feed 
warehouse. 

E. L. Bruce & Sons feed mill, Greene, 
was damaged by fire last month with a 
loss estimated at several thousand dol- 
lars. 

Charles G. Follett, Dewar, has pur- 
chased the Adams feed mill, Decorah. 

Fort Dodge Distributing Co., Fort 
Dodge, Ia., has been incorporated for 
$10,000 to deal in poultry and livestock 
feeds, flour and salt. The incorporators 
are Donald and Minnie Maxwell. 

Fraser-Smith Co. has opened an office 
at Sac City with George O. Strom as 
manager. 
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Card Index System Keeps Dealer 


In Contact With Customers 


Plan Helped to Pull Business Out of Red 


CUSTOMER'S complaint some 
four years ago became a wedge 
to boost the feed business of 
Charles Sacks, Pontiac, IIl., from 
the red to the profit side of the ledger. 

The depression had recently set in. 
Sacks disconsolately watched his cus- 
tomers dropping off one by one. Failure 
seemed just around the corner, and he 
didn’t see anything that he could do 
about it. 

Just about that time an old customer 
stopped in. To Sacks’ query why he 
hadn’t been receiving any orders from 
him lately, the man replied: 

Lost His Contacts 

“You hadn’t come over to see me 
about ordering any feed, had you? An- 
other dealer called me just when my 
feed supplies began giving out, and I 
ordered from him.” 

Like a strange inspiration the words 
“you hadn’t come to see me’ seeped 
into Sacks’ mind. It unfolded to him 
a new angle of the feed business. 

“It made me realize that the feed 
business is much more than a counter- 
selling proposition,” Mr. Sacks ex- 
plained. “If I wanted customers, it was 
up to me to go out and get them. In 
other words, how could I expect them 
to remember me when I didn’t make 
any move to remember them! 

“One thought led to another. I began 
to see other flaws in the way I con- 
ducted my business. My delivery serv- 


ice wasn’t as prompt and efficient as it - 


could have been. My window display 
was pretty slipshod and unattractive. 
Finally, I had not paid any particular 
attention to the feed requirements of 
my individual customers, nor kept any 
reminder of their purchases and possible 
future needs. 

“In other words, I would forget en- 
tirely about my customer after the com- 
pletion of a sale, and the customer fre- 
quently forgot about me in the same 
manner.” 

Starts Card System 


A housecleaning was in order. Mr. 
Sacks, alert to new aspects in the feed 
business, proved worthy of the occa- 
sion. 

He first proceeded to devise some 
plan whereby he could “remember” his 
customer. He decided upon a card- 
index system, materials for which he 
purchased for 20 cents. On each card 
he listed the name of his customer, the 
dates of his purchases, kind and quan- 
tity of feed purchased and personal re- 
marks about the customer himself. 

These personal remarks proved a 
valuable part of the index. They con- 
tained such business information as the 
type of farm, crops, and cattle the cus- 
tomer had and how much feed he should 
purchase. They also contained such 
social information as the names of the 
members of the customer’s family, their 
personalities, etc. Through this source. 
Sacks could discuss the cough Johnny 
had last month, the amount of milk 
yielded by the pet cow and the difficulty 


with last year’s crop. The information 
helped to bring about a personal contact 
with his customers that proved invalu- 
able. 

He classified the card-system accord- 
ing to the probable date of future feed 
purchases, i. e., under January, February. 
etc., thus keeping himself constantly in- 
formed of feed selling possibilities for 
each period. When notified by the in- 
dexing system that Herbert Jones 
would be out of feeds within the next 
week,, Mr. Sacks would stop in to see 
the aforesaid Mr. Jones, and, after talk- 


IOWA 

Atlantic Mill & Elevator Co., Atlantic, 
is constructing a large warehouse to be 
used for storing feeds. 

Edward W. Martz, Grundy Center, 
engaged in the feed and seed business 
for the past 42 years, died at his home 
recently. 

C. B. Sonnenberg, Holland, is con- 
structing a new building and plans to 
engage in the feed business. 

Farmers Elevator Co., Eagle Grove, 
was recently robbed of $130 in cash 
by thieves who broke into the office. A 
radio was also stolen. 

Dallas Center Mill Co., Dallas Center, 
is installing new flour milling equip- 
ment. O. S. Reiste is manager of the 
firm. 


Joe Free Organizes New 
Feed Supply Company 


Joe Free, president, Milwaukee Tal- 
low & Grease Co., Milwaukee, manufac- 
turers of Big Chief meat scraps, an- 
nounces the organization of the Big 
Chief Feed Co. 

Mr. Free will be head of the new 
concern which will specialize in the sale 
and distribution of oyster shells, char- 
coal, cod liver oil, alfalfa meal, bone 
meal, calcium carbonate, dried skimmilk, 
condensed buttermilk, and other feed in- 
gredients. A warehouse located across 
the street from the present plant of the 
Milwaukee Tallow & Grease Co. has 
been leased for storage and shipping 
the products. The new concern will be 
operated independent of the Milwaukee 
Tallow & Grease Co. 

Mr. Free reports that sales will be 
made to legitimate feed dealers only. 
Deutsch & Sickert Co., Milwaukee, pres- 
ent distributors of Big Chief meat 
scraps, will also handle the distribution 
of products for the Big Chief Feed Co. 
Mr. Free was formerly a feed dealer 
at Columbus, Wis. He sold his business 
there several years ago and later or- 
ganized the Milwaukee Tallow & Grease 
Co. 


LESTER JOHNSON, Johnson Lum- 
ber & Fuel Co., Brandon, Wis., and 
George Schneider, Schneider feed mill, 
Winneconne, Wis., were among the 
hunters who bagged their quota of wild 
ducks this season. 
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ing over various matters with him, 
would casually suggest that he would 
like to advise him on his feed prob- 
lems. Almost invariably, the customer 
was delighted at the fact that Mr. Sacks 
had remembered him personally and, as 
his supply of feed was almost exhaust- 
ed then, would place an order with him. 

Realizing that delivery is another im- 
portant factor in the feed business, Mr 
Sacks offered free delivery service 
within a radius of 20 miles. What is 
more, the service was punctual. The 
delivery truck bore the firm name in 
large, readable letters, thus advertising 
it throughout its route. He rearranged 
the interior of the store to display his 
products to the best advantage, placing 
the products in greatest demand in the 
foreground. He also made over his win- 
dow to display his products to the pub- 
lic in the most striking manner. Mr. 
Sacks recognized the fact that merely 
filling up a window wasn’t sufficient 
for a successful window display. There 
had to be a purpose, a specific message, 
in its arrangement — something that 
would attract the customer, interest him 
and impel action. 


Issues Monthly Bulletins 


He also used an additional means of 
keeping a reminder before his custom- 
ers, even though they might not be in 
immediate need of feeds. He sent out 
monthly mimeographed bulletin letters 
to all prospective feed purchasers in 
the locality. These contained advice on 
different feed problems and also adver- 
tised the latest bargains to be obtained 
at Sacks’ store. These letters performed 
a three-fold duty of keeping his name 
before the prospective buyer, impress- 
ing him with knowledge of his feed re- 
quirements and finally, informing him 
of current trends in feed prices. 

The aforementioned changes weren’t 
accomplished in a day. Some two 
months elapsed before Mr. Sacks had 
his new arrangement working with rea- 
sonable smoothness. However, the 
transformation in his business was high- 
ly gratifying. 


Efforts Well Rewarded 


“The change to the better was slow, 
vet definite,’ Mr. Sacks said. “People 
began noticing me possibly because I 
began noticing them. They recognized 
the change in my store and my policy. 
The personal service and attention that 
they received made them feel that I 
had their interests in mind. As a result. 
I began accumulating that much-valued 
asset—a reputation enabling me to re- 
tain my old customers and to make 
new ones. 

“The depression was really a boon 
to me under the circumstances,” Mr. 
Sacks concluded. “It made me realize 
that no business, and the feed business 
in particular, can continue under its own 
force. In order to succeed the dynamic 
attention of the proprietor and the good 
will of the customers are necessary. As 
soon as I learned these two points my 
business began showing results.” 
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The fact that Farmers like 
RED ROSE POULTRY FEEDS 


means dollars to you 


Good will—built by 90 years of fair dealing with 
farmers, works mightily in favor of Eshelman 
dealers. Feeders know these good brands; they 
come back to you for new supplies year after year. 
Put in the Red Rose line for more profits. 


JOHN wW. Ciheclman & SONS 


LANCASTER, PA. 


Mills: LANCASTER, PA., YORK, PA., CIRCLEVILLE, O. 


ILLINOIS 

Carl Weidlocher, Anna, is construct- 
ing a new warehouse to accommodate 
his flour and feed and wholesale beer 
business. 

Sidell Grain & Feed Co., Sidell, has 
turned its feed department over to Jess 
P. Greenwood who will continue to 
operate it. 

Griggsville Elevator Co., Griggsville, 
has opened for business and will handle 
a full line of feed, seeds, fuel and salt. 

South Central Illinois Feed & Supply 
Dealers association met in the circuit 
court room at Greenville, September 1, 
to discuss a code of trade practices. F. 
J. Malan, Greenville Elevator Co., was 
the principal speaker. 

Henry Tyler has opened a feed mill 
* at Granville. 
Salem Feed & Produce Co. has opened 


for business at Salem. 


ce ‘‘All your needs in grain and feeds’’ fe 


Greenview Milling & Grain Co., 
Greenview, has been purchased by Clyde 


CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


FEED JOBBERS 


Also Representing. 


AIRMONT CREAMERY CO > Omaha, Neb 


Sunset Feed & Grain Co., Inc. 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


THE HUBINGER COMPANY, Keokuk, Ia...................- 


sete Gluten Feed 
ROSENBAUM BROTHERS, Chicago, Ill...................... Grai 


3rain William J. Harris, who operates a 

Milo and Kaffir 
Dried Buttermilk 
Blackstrap Molasses 


SOuN F. CRAIG & COMPANY, Philadelphia, Pa........... 
MUTUAL RENDERING COMPANY, Philadelphia, Pa............. .. Meat Scrap 


Oyster Shells 


Oatf 
. Alfalfa Leaf Meal 


McClintick from his father, M. S. Mc- 
Clintick. 

A. B. Wright has purchased Van- 
dusen’s mill, Dietrich. 

V. E. Kepple has purchased the in- 
terest of his partner, Ernest Yeast, in 
the Yeast & Kepple coal and feed busi- 
ness at Macomb. 

Reiffel & Files have purchased the 
feed mill at Springerton and are remod- 
elling it and installing new machinery. 


feed store at Watseka, was struck on 
the head by a bandit who attempted to 
rob him while he was engaged in filling 
ced an order of chicken mash. The holdup 
man escaped in the scuffle which fol- 


lowed without obtaining any loot. 


The 180 year background 


of Mutual Fire Insurance made itself felt 
in 1932 when mutual organizations with- 
stood the strain far better than almost any 
other classification of American business. 


Western Millers Mutual Fire Insurance Co., 
Kansas City, Mo. 
Ohio Millers Mutual Insurance Co., 
Van Wert, Ohio 
Michigan Millers Mutual Fire Insurance Co., 
Lansing, Mich. 
Mill Owners Mutual Fire Insurance Co., 
Des Moines, Iowa 
Millers Mutual Fire Insurance Co., 
Harrisburg, Pa. 
Millers Mutual Fire Insurance Co., 
Fort Worth, Texas 
Pennsylvania Millers Mutual Fire Ins. Co., 
Wilkes-Barre, Pa. 
Millers Mutual Fire Insurance Association, 
Alton, Ill. 
Grain Dealers National Mutual Fire Ins. Co., 
Indianapolis, Ind. 
Millers National Insurance Co., 
Chicago, IIl. 


Mutual Fire Prevention Bureau 
230 East Ohio St., Chicago, Ill. 


A service organization maintained by the MILL MUTUALS 


ONYX DRIED GRAINS 


Feed 
That 
Will 
Build 


Business 


For You 


Onyx Dried Grains is a by-product of the process 
of distilling and is composed only of the purest 
and most carefully selected ingredients consisting 
of the highest grade corn, barley, malt and malt 
sprouts.—Protein, 20%; Fat, 6%; Fibre, Not to 
Exceed 19%. Samples and prices gladly furnished 
on request. 


DONAHUE-STRATTON COMPANY 


414 MITCHELL BLDG. MILWAUKEE 
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: \ 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa.......... 
THREE MINUTE CEREALS CO., Cedar Rapids, Ja. ........... 
: FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal. . 
A Dairy 


Lem Jones Clashes With Blue Eagle 
They Emerge as Friends 


Thinks NRA Is Lot of Bunk Until— 


feed dealer of Hickory 

Grove. “How many times 

have I told you to stop read- 
ing magazines and circulars during 
working hours?” 

The freckled office boy glanced up 
startled from a sheaf of papers which 
he had been studying. 

“But,” he pleaded, “this is a bulletin 
from our feed association on a new code 
of trade practices they are planning to 
adopt so they can help President 
Roosevelt put men back to work under 
the NRA.” 


“Bunk!” thundered Lem Jones bring- 
ing his fist down with such violence on 
the top of the littered desk that the ink- 
well danced and Spot, the warehouse 
cat, waked from her peaceful slumber 
and scurried for cover. ‘That code is 
all right for the big fellows but how 
can we put anybody else to work when 
we have a hard time now keeping you 
and Joe and Al on the job?” 


Mickey’s Argument Fails 


“You have to figure, though, Mr. 
Jones,” ventured Mickey, “that if you 
take all of the small places of business 
and put them together they would be 
greater than the big companies. And 
President Roosevelt said that the NRA 
will not work out unless everybody 
gets back of it.” 

“If you don’t stop giving speeches 
and get back to that delivery job I gave 
you this morning, you'll be looking for 
work tomorrow yourself,” exploded Lem 
Jones, turning his back upon Mickey 
and striding into the warehouse. 

Dejectedly, the office boy picked up 
the parcel of scratch feed which Mrs. 
Brown had ordered that morning. “Gee 
whiz,” he mumbled, as he ambled down 
the walk. “I wish I was boss. I'd have 
that blue eagle in the window right 
now.” 


aa, | ICKEY,” barked Lem Jones, 


Lem on Black List 

When Lem Jones returned to his of- 
fice from the warehouse he found two 
prominent Hickory Grove women await- 
ing him. 

“Mr. Jones,” they began, before he 
had a chance to ascertain their purpose. 
“We are making a canvass for the NRA 
and are wondering why the blue eagle 
doesn’t appear in your window.” 

“Because I don’t believe in it,” coun- 
tered the dealer. 

“Is that so?” insisted the callers. “Do 
you know that 90 per cent of the people 
in this town have signed cards refusing 
to buy from the people who do not dis- 
play the blue eagle?” 

“I’m sorry,” replied Lem Jones, striv- 
ing hard to keep from exploding into 
a volley of vehement language. “It so 
happens that I’m still runring my own 
business and I’m going to continue to 
do so.” 

The ladies departed without word as 
they jotted Lem’s comments down in 
a notebook. Lem proceeded to busy 
himself with a stack of correspondence 
from his creditors who were clamoring 


By Emil J. Blacky 


for money and the contents served to 
no good purpose to improve his dispo- 
sition. 

Mickey, meantime, had returned from 
lis errand and busied himself about the 
warehouse with the helper, Joe, to keep 
his distance from his irate boss. 

Warehouse Joe Fired 

That evening, just as the Hickory 
Grove feed store was preparing to close 
its doors, Jim Clark, prize dairy farmer 
in Lem Jones’ territory, pulled up to 


EM JONES of Hickory 

Grove, like other practical 

feed dealers, encounters 
many problems which he is 
compelled to overcome. More 
interesting stories about him 
and his adventures will be 
published in future issues of 
The Feed Bag. Watch for 
them. 


the platform with a load of grain for 
grinding. 

“The mill across the street claims it’s 
on the NRA,” complained Clark, “and 
they won't grind my feed after closing 
hours. I wonder it you’d run through 
this batch for me.” 

“Why certainly,” said Lem, displeased 
by the fact that Clark had gone to his 
competitor’s mill first, but nevertheless 
too wary to pass up any business. 

He summoned Joe in from the ware- 
house and gave him instructions to stay 
overtime and run through the’ Clark 
job. 
“But,” insisted Joe, “I've signed the 
NRA pledge and by right I shouldn't 
be staying.” 

Lem Jones minced no words. 

“Tf that’s the way you feel about it,” 
he shouted, “you're fired!” 

Without an opportunity to explain. 
Joe shuffled out of the office, donned 
his coat and proceeded homeward while 
Lem rolled up his sleeves and turned 
on the power to operate the grinder. 

It was dusk when Lem returned to 
his home, and his wife, observing that 
he was in a surly mood, decided to keep 
her peace until the good dinner she had 
prepared for him had taken effect. 
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“Lem,” she said, as her husband 
thrust his fork into a luscious piece of 
cherry pie, “the folks from the NRA 
headquarters this afternoon came to the 
door and I signed this pledge card to 
buy only from those who are under the 
blue eagle. I wish you would sign the 
president’s agreement for your business 
too.” 

Lem choked on the piece of pie he 
was munching. 

What!” he exclaimed. ‘“Have you 
fallen for this confounded idea, too?” 

Mrs. Jones smiled and handed him a 
letter. 

“It’s from our daughter, 
Hoyleton,” she said. 

Lem hastily opened the missive and 
read: 

Dear Father and Mother: 

I am so happy to tell you 
that it will not be necessary for 
you to send us money any 
longer. John got a job last 
week, thanks to the NRA.* It 
certainly is a wonderful plan and 
I hope that you are doing your 
share to help put it across. .. .” 

Lem Jones arrived at the office ear- 
lier than usual next morning. He 
searched his file and located the presi- 
dent’s agreement which he had hastily 
placed with some unimportant papers 
the week before. Before Mickey ar- 
rived he had made a trip to the post 
office and returned with the blue eagle 
emblem. He promptly hung it in the 
window. 


Clara, in 


Mickey Gets Raise 

Mickey looked twice to see if he was 
entering the right office as he came 
briskly down the walk. Bewildered, he 
looked at the now pleasant features of 
his boss for an explanation. 

“Good mornng, Mickey,” he greeted. 
“We're now on the NRA and begin- 
ning with today I’m raising your pay 
$2.00 a week.” 


“Gee, that’s swell, boss,” beamed 
Mickey. “I knew you’d do it.” 
“By the way,’ added Lem. “Call Joe 


up on the phone and tell him that I’ve 
hired him back with more pay.” 


As the morning sun beamed down on 
the Hickory Grove feed store everybody 
was happy including Spot, the ware- 
house cat, who contentedly reflected on 
the number of mice she had dined upon 
in the few hours’ work she had done on 
the previous night. 


FRED LUCHOW, Robbinsdale, 
Minn., has opened the Robbinsdale feed 
store. 


COLOGNE MILLING CO., Co- 
logne, Minn., has completed the con- 
struction of its new feed mill and ware- 
house. 


VALLEY GRAIN CO., Odell, Iil., is 
rebuilding its elevator which was des- 
troyed by fire some time ago. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


GRAIN WANTED 
Wanted to buy from dealer within trucking 
distance of Milwaukee the following grain: yellow 
shelled corn, yellow cob corn, wheat, oats and 


buckwheat. Write BR-101, c/o THE FEED 
BAG, 210 East Michigan street, Milwaukee, 
Wis. 


SALESMAN WANTED 
Sideline to feed dealers. Every feed dealer 
needs one. Fast seller. Good commission. State 
territories open. Write quick. RL, c/o THE 
EED BAG, 210 East Michigan street, Mil- 
waukee, Wis. 


FEEDS AND FEEDING 


Latest complete illustrated edition of Feeds 
and Feeding by Professors W. A. Henry and 
F. B. Morrison for sale by The Feed Bag at $4.50 
per copy, f.o. b. Milwaukee. Special price for 
one copy of Feeds and Feeding in combination 
with a one year subscription to The Feed Bag 

* $5.50. Send check or money order with order to 
THE FEED BAG, Milwaukee, Wis. 


CLO-TRATE DISTRIBUTOR 

Health Products Corp., Newark, N. 
J., has appointed C. A. Breshnahan, 
Denver, Colo., as distributor of Clo- 
Trate, concentrated cod liver oil, in the 
Rocky mountain territory. Mr. Bresh- 
nahan was formerly associated with the 
Hungarian mills, Denver, and is well- 
known to the feed trade throughout the 
West. 


M. G. RANKIN & CO. 
GRAIN AND FEED 


Agents in Wisconsin 


Keokuk Corn Gluten 


High in Protein — Low in Price 


M.H. KLESER, 43, who had been 
associated with the W. M. Bell Co., 
Milwaukee, for the past 28 years, died 
at Modale, Ia., recently. 


VITA-FAT MAKES HIT 

Armour & Co., Chicago, created con- 
siderable interest among farmers in its 
Vita-Fat, a new substitute for milk as a 
calf food, by exhibiting at the Wiscon- 
sin and Minnesota state fairs held dur- 
ing the past iew weeks. 

The product is a creamy paste made 
principally of beef fat and is soluble 
in water. It is fed to the calves through 
a nipple device. 

J. E. Nelson who represented Armour 
& Co. at the exhibits reported that far- 
mers manifested real interest in the pro- 
duct and anticipates a large number of 
sales. 


Personal Attention 


Ship To 


Roy |. CAMPBELL 


Commission Merchant 


GRAIN end SEEDS 


Chamber 


of Commerce 


Milwaukee 
Wisconsin 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
‘ For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


Telephone 
AT-4596 


ONCRETE 


Elevator Company 


E. S. WOODWORTH, President 


Wholesale Dealers 
In All Kinds of 


GRAIN & FEED 


951-952 Chamber of Commerce 
MINNEAPOLIS, MINN. 


Solicits Your Orders 


Chamber of Commerce Bldg. 
MILWAUKEE - - WISCONSIN 


Deutsch & Sickert Co. 


Feed and Grain 
Chamber of Commerce Milwaukee, Wis. 


GET MY PRBICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Bidg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’”’ 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


Fresh Dried Milk 


From our creameries 
direct to you. 


Straight Cars 
Assorted Cars 
Skim and Buttermilk 


Wisconsin Dairy Products Co. 
342 N. Water St. Milwaukee, Wis. 


usiness 
expands with 


Printed messages 


Two Points 
& 


where dealers can pick up ton lots 


Supplies, Ine, warehouses 
Mother’s Best Flour Cameron Ave) and WEST ALLIS 
BROS. K Co. Armours Meat Scraps 
Established 1892 Estasuisnep 1894 Alfalfa Meal . Dried Milk 
FRANKE GRAIN C0 eat Charcoal . Pearl Grit 
BINDERS Coca Mola 
GRAIN AND FEED 522 N. MILWAUKEE STREET FEED SUPPLIES, INC. 
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Designs New Blackboard 
For Price Posting 


Realizing the need for a_ practical 
method of posting retail prices in feed 
stores, LaBudde Feed & Grain Co., 
505 Chamber of Commerce building, 
Milwaukee, Wis., has placed a new 
blackboard on the market. 

The product is called the Price Poster 
Blackboard and is made ot Bestone, a 
hard composition which withstands re- 
peated washing and long wear. The 
board is fitted with an oak frame and 
can be obtained in any size desired. 
Ample. room for listing items and prices 
is allowed and one corner is boxed from 
the rest, thus allowing for convenient 
space for announcing special offers. The 
board may be obtained plain and un- 
lettered or already lettered to suit the 
purchaser. 

LaBudde Feed & Grain Co. calls at- 
tention for the need of posting prices 
as specified in the national code of fair 
competition adopted by the feed indus- 
try and reports that the Price Poster 
Blackboard is a practical, economical 
means of conforming to the code as 
well as attracting additional business. 


LIVESTOCK EXPOSITION 

The International Livestock exposi- 
tion and Grain and Hay show will be 
held at the Chicago stock yards, De- 
cember 2 to 9. Information on listing 
of premiums that will be awarded and 
details on entering exhibits may be ob- 
tained by writing B. H. Heide, Union 
Stock Yards, Chicago, secretary and 
manager of the exposition. 


HOME OF WCCO STUDIOS 


Th 


NICOLLET 
HOTEL 


the Gateway 
MINNEAPOLIW 


When in MINNEAPOLIS 
why not gratify that long felt 
want ofan atmosphere of 
friendliness, comfort and re- 
laxation by staying at 
NEW: NICOLLET. 


Six hundred rooms complete 
in every detail at exception- 
ally reasonab 

ful beds. 

Moderately pr 

rant and Coffee Sh 


Pecos Valley Alfalfa Mill @ 
Hagerman, NM. 


TRY OUR 


PECOS SPECIAL 


IT’S BETTER 


Your inquiry would be appreciated. 


Pecos Valley 
Alfalfa Mill Co. 


HOME OFFICE 
HAGERMAN, NEW MEXICO 


MYLES 
LOUISIANA SALT 


**‘Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 


403 Merchants Exchange, 
St. Louis, Mo. 


nore of «tits Healthful 


Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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RIEBS VIEW 


Vol. 1, No. 10. 


October, 1933 


Milwaukee, Wis 


Salesman 
Is Really 
A Teacher 


A salesman is a 
teacher. He is an 
influencer of men’s 
minds in the right 
direction—in the di- 
rection of _ benefits, 
service, profits. 

When you meet a 
prospect who tells you 
he is not interested, 
just let yourself thrill 
to the thought that a 
pupil stands before 
you, and then direct 
all your power toward 
turning him in favor 
of you and our 
proposition. But don’t 
force him—lead him. 


Successful people 
are the ones who 
can think up 
enough stuff for the 
rest of the world 
to keep busy at. 


He closed his eyes in 
ecstasy 
And vc to take 
a kiss: 
‘’Tis many a draught 
I’ve had,” he said, 
But not from a mug 
like this.” 


Codes Do Not End 


Your 


Adoption and ob- 
servance of codes of 
trade practices by the 
feed, milling and grain 
industries under the 
National Recovery 
Act should aid ma- 
terially in improving 
conditions. 


Many persons, how- 
ever, labor under the 
misconception that 
magic will be wrought 
overnight and _ busi- 
ness will come pour- 
ing into their laps. 
Such an attitude is 
dangerous. 


It is well to remem- 
ber that under most 
codes competition is 
eg: on an equitable 

asis because most of 

them aim to. sto 
rice cutting whic 
as been the bane of 
industry for many 
years. With the price 
appeal for merchan- 
dise thus diminished, 
quality and_ service, 
the two remaining 
major appeals, will 
become vitally im- 
portant. 


Selling Job 


To the man who 
stocks his store with 
merchandise that gives 
his trade the utmost 
value for every dollar 
spent and who follows 
a well-planned mer- 
chandising system will 
come the bulk of the 
benefits promised un- 
der the NRA. And 
the just share of re- 
ward will also accrue 
for those who give 
better service in the 
way of helping their 
customers with their 
problems. 


A code of trade 
practices is not a 
panacea that will heal 
the economic sores of 
the country overnight. 
There will be just as 
much need for intel- 
ligent selling and busi- 
ness Management as 
ever before, and those 
who will really ex- 
perience the return 
of prosperity are the 
men who speed rather 
than retard their ef- 
forts in stressing qual- 
ity and service. 


Published Monthly by The Riebs Co., Milwaukee 


Deal With... 


for 


Known Responsibility 


Guaranteed Quality 


Unexcelled Service 


Reasonable Prices 


Froedtert Grain & Malting Co. 


Feed and Grain 
MILWAUKEE, WIS. 


Guaranteed 


merits. 


FLOUR 


You can increase 

your flour sales by 

recommending 
MINNESOTA 
GIRL FLOUR. 


A trial will prove its 


Let us include some 


MINNESOTA GIRL FLOUR in your 


next car of 


Queen Wheat Feed 
Cherokee Pure Bran 
Cherokee Middlings 


WIRE US FOR PRICES 


CAPITAL FLOUR MILLS, 


INC. 


MINNEAPOLIS, MINN. 


, Eureka 

| JUNIOR 

Vertical 
Mixer 


a low-priced mixer 
for economical 


batch mixing. 


thorough and uniform mix 


complete and self-contained 
—loads, mixes and sacks 


rapid and convenient to 
operate. 


Ss. HOWES CO., Inc. 
Silver Creek, N. Y. 
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MINNESOTA 
‘ 


NEED 
ABUNDANT 
SUPPLY 


VITAMIN 


If your Feed is to 
produce the best quality 
of EGG SHELLS 


20 more of the eggs passing 
Oo rigid tests as to shell 


quality. That much less chance 
of loss from breakage. That’s the 
record of a test conducted re- 
cently at a large eastern poultry 
farm, where eggs from hens fed 
a ration containing CLO-TRATE 
were compared with eggs from 
hens fed a ration fortified prim- 
arily with Vitamin D. 


It is one more piece of evidence 
of the value of Vitamin A for in- 
creasing poultry profits. And don’t 
forget the importance of Vitamin 
A in building up the resistance of 
layers to withstand the strain of 
production and to protect against 
infections, such as roup, bron- 
chitis and other diseases of this 
type. 


CLO-TRATE is a concentrated 
cod liver oil made by a process 
that retains both Vitamin A and 
Vitamin D in abundant quantities. 
It insures better utilization of the 
vitamins than straight oil because 
it contains a minimum of fats. 
CLO-TRATE mixes readily with 
any feed and is most economical 
to use. Write today for further 
information and quotations. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Pharmaceutical Specialties 


Chicago 


CLO-TR 


Newark, N. J. 


Reg. U.S. Pat. Off. 


R OIL 


us. 
WE 00 OUR PART 


San Francisco 


CONCENTRATED COD LIVE 
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TRE HIGHEST PRICED FOORIN 
AND WORTH ALLIT COSTS 


The name “King Midas,” together with 
the little King Midas Girl, is more than 
a trademark. To dealers it is a symbol 
of fair play, cooperation and service. To 
the consumer, as well as the dealer, it is 
a pledge of the highest possible quality 
—worthy of the King Midas slogan: 
“The Highest Priced Flour in America 
and Worth All It Costs.” 


MEMBER 

US. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 


OVER 1,000,000 BARRELS YEARLY PRODUCTION | 
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